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IT IS NOT NECESSARY 
TO GRADE OR PAVE YOUR YARD 
THE /J75HEF [ARKIER 

OPERATES ON SOFT OR 
ROUGH GROUND 
IT IS NOT NECESSARY TO 
RAISE DOOR OR SHED HEIGHTS 
THE /D5HEE [ARKIER 
IS ONLY 6 FT. 7 IN. HIGH 
IT IS NOT NECESSARY TO BUY SPECIAL POWER UNITS 


THE /ZSHEF [AKIIE CAN BE OPERATED WITH 
YOUR PRESENT TRACTOR 
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on winning your share 
of today’s huge paint market 
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uith aTrsBURGHL 


HE tremendous amount of new 

building—the definite need for the 
painting of structures which have 
been unpainted for years—the 
growing desire for redecoration 
which again can be satisfied in full 
measure for the first time in many 
years—the increasing emphasis 
upon color—all have built up the 
active, actual paint market to un- 
precedented extent. 


The dealer who handles high qual- 
ity products, for which a demand 
has been created and who carefully 
organizes his local effort to take 
full advantage of the national adver- 
tising and promotional program— 
will get the major part of the paint 
business in any community. 


To that end—Pittsburgh offers its 
dealers a complete, high-quality line 
of famous paints for every home 
need. Many of these products in- 


PITTSBURGH PAINTS 
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clude exclusive sales features which 
achieve performance results pos- 
sible with no other paints. 


Consistent Pittsburgh Paint adver- 
tising in newspapers and magazines 
works constantly to build an 
ever-widening preference for these 
products. 


Pittsburgh Dealers are given sales 
areas which give them ample oppor- 
tunity for volume and profits. They 
are provided with selling and ad- 
vertising helps which establish them 
as home decorating headquarters. 


If you seek a line of quality finishing 
materials and like Pittsburgh’s way 
of doing business—why not inves- 
tigate the possibility of selling 
Pittsburgh Paints in your city of 
town? Write, wire or phone us to- 
day. We will gladly have one of 
our representatives call to explain 
our 1948 franchise proposition! 


e PLASTICS 
COMPAN. ¥ 
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FLASHES s+ kk ke ke RR KR 


MORE NAILS CAN BE EXPECTED in the bins of retail lumber 


dealers this year. Steel manufacturers have promised an additional 
two million pounds of nails in 1948. This promise came out of a 
cc 





nference called by Sen. Flanders (R., Vt.) on the-grey market in 
ails. 


LUMBER PRICES WILL REMAIN HIGH, despite the determined 


effort by the joint Congressional Committee to bring down building 
costs, especially the price of lumber. Manufacturers testified that 
a substantial reduction in price will mean one thing—an equally 
substantial reduction in output. The manufacturers are feeling tre- 
mendous government pressure on the price question. However, 
the market will not show the drastic break predicted by The Chi- 
cago Journal of Commerce. More than one dealer cancelled orders 
on the basis of that prediction. 


WEYERHAEUSER’S EXPERIMENTAL PRICE CUT came following 


the Gamble-McCarthy Committee session on prices. Weyerhaeuser 
announced reductions of approximately 10 per cent f.o.b. mill on 
Douglas fir, western hemlock and Red Cedar lumber going to the 
retail trade. These prices will be effective for 60 days and longer 
“if conditions warrant.’ The new quotation applies to orders on 
file. 


PRESSURE AGAINST GYPSUM PRICES will next be brought by 


the joint congressional committee. Committee Chairman Gamble 
(R., N. Y.) hopes to get the gypsum industry to speed up production, 
channel shipments to areas where materials are short and cut back 
its prices. 


SMART DEALERS are planning to explore the farm market to the 


fullest. Net income for farmers, after deductions for all expenses, 
is estimated at 18 billion in 1947—four times the comparable figure 
for 1939. The National Industrial Conference Board announced 
that farmers have increased their assets from $54 billion in 1940 
to $111 billion currently. Some dealers are developing salesmen 
especially for this market. Their idea is to sell everything a farmer 
may need from a can of paint to a complete barn. 


600 BUILDING MATERIAL FIRMS are now turning out their prod- 


ucts in coordinated sizes. Modular materials like those going into 
the Industry-Engineered Home are now available from 65 brick 
ind tire producers; 487 concerns making concrete masonry units; 
23 producers of wood windows; 25 companies manufacturing steel 
windows; two glass block producers and three concerns which 
nanufacture special window products. 


FREIGHT CAR PRODUCTION in 1948 will exceed 10,,000 units 


monthly. That is the prediction of the Senate Transportation sub- 
mmittee. This rate, warns the committee, must be maintained for 
two or three years to relieve the existing shortage. Production in 
ecember, 1947 reached 9,803, just short of the 10,000 a month goal 
et by the subcommittee nearly a year ago. 


BUILDING MECHANICS’ WAGES have been stabilized in the 


New York City building area until April, 1949 by an agreement 
between the Building Trades Council of New York and the Building 
‘onstruction Employers Association. The unions have agreed to 
‘bsorb any increase in living costs until April, 1949. If the US. 
ibor statistics index for April, 1949 shows a 15 per cent rise over 
nuary, 1948, the parties have agreed to ‘split the difference’ on 

» amount of rise above that 15 per cent. 


























SITUATION IMPROVING 


THE housing situation is im- 
proving everywhere except in the 
far west, according to Herbert V. 
Nelson, Chicago, executive vice 
president of the National Associa- 
tion of Real Estate Boards. 

He said realtors across the coun- 
try have 30,000 homes for sale 
ranging in price from $7,500 to 
$10,000—with no takers. 

Testifying before a congressional 
subcommittee on housing, Mr. Nel- 
son said that “for rent’ signs are 
appearing in the southern states. 
He conceded that the housing situa- 
tion on the Pacific Coast remains 
acute. 


FLANDERS REPORT 


Senator calls for mass output 
methods to pare high costs 


LARGE scale site construction 
and factory production of houses 
is one of the basic solutions to ex- 
cessively high building costs, ac- 
cording to Sen. Ralph E. Flanders 
(R., Vt.) who blames. horse-and- 
buggy methods in the home build- 
ing industry for the present high 
housing costs. 

Sen. Flanders’ conclusions came 
in a special 185-page congressional 
report submitted to the joint con- 
gressional committee on housing. 
Sen. Flanders was named a sub- 
committee of one in September to 
investigate the reasons for the high 
building costs. 

“The house-building industry,” 
states the Flanders’ report, ‘‘needs 
to be reorganized and put on a 
modern industrial basis.”’ 

FULL REPORT COMING 

Sections of the Flanders’ report 
will be incorporated in the final re- 
port of the full committee, although 
it seems improbable that all of his 
recommendations will reach the 
legislative stage. His recommenda- 
tion that Congress continue its 
study into high housing costs seems 
likely to receive a favorable vote. 
The committee is due to expire 
March 15. 

“The only real solution to the 
price problem,” stated the Flanders’ 
report, “is for all sectors of the 
housing industry squarely to face 
the task of modernization and ex- 
pansion for mass production.” 

Sen. Flanders indorsed the move 
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...ln the LUMBER BUSINESS 


is in the best position to — 





Good SELLING is expected 
of wholesalers who move 
over 60 per cent of U.S. Lum- 
ber. How can they help you? 

Constant circulation on a 
“beat,” which covers every 
element of the lumber trade 
and its markets, makes the 
wholesaler the best pulse- 
taker in an industry which 
certainly needs current in- 
formation. This can be use- 
ful to you. 

Lumber-wise, most whole- 
salers know which way the 
wind is likely to blow before 
the leaves start to flutter. 





When you want to know 
something about lum- 
ber. .. ask a wholesaler. 








NATIONAL-AMERICAN WHOLESALE LUMBER ASSOCIATION 
41 East 42nd Street, New York 17, N. Y. 
Yeon Building, Portland, Oregon 
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toward standardization of building 
materials. He said Congress should 
encourage this move. He also urged 
the expansion of Bureau of Stand. 
ards facilities for research in new 
materials and methods of produc. 
tion. The report suggested that the 
joint committee “should investigate 
the high profit margins prevalent in 
the industry and consider action to 
reduce them.” 

The report sharply criticized dis. 
tribution methods of building ma- 
terials manufacturers. Pointing out 
that small builders will continue to 
need the services of regular dis- 
tributors, the report says the pres- 
ent system “appears unsuited to 
large-scale construction operations.” 

The market for home construction, 
Sen. Flanders declared, cannot con- 
tinue indefinitely at present exorbi- 
tant costs and price levels. He said 
a steady decline in prices is essen- 
tial to a sound and steady construc- 
tion program. 


FURTHER RECOMMENDATIONS 


Sen. Flanders also recommended 
that: 

The National Housing Act be 
amended to provide government aid 
for financing, planning, plant and 
equipment and working capital for 
long-scale projects. 

Insured loans to housing manu- 
facturers which expire in March 
“be extended in scope and be ad- 
ministered more expeditiously.” 

Voluntary allocation programs to 
building material producers be in- 
stituted under the new anti-infla- 
tion act; and “if voluntary means 
fail, statutory allocation would ap- 
pear to be the next step.” 

Congress, through loans or in- 
surance, should encourage builders 
to modernize their techniques and 
“facilitate the entrance into house- 
building of those who are able and 
willing to break new _ industrial 
paths.” 

If the housing industry is to ex 
pand to meet the tremendous de- 
mands being made upon it, Sen. 
Flanders said, the large-scale home 
producers will need the same dis- 
tribution methods that are 0W 
used in other mass-production in- 
dustries. 

Other highlights of the report: 

Operation and maintenance costs 
should be more carefully considered 
before construction starts. “Buyers 
will consent to increased original 
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The ‘8 basic items’ include a modern cabinet 
with a mirror of No. 1 quality plate glass, copper 
protected. Accessories illustrated here include: 
Combination soap dish and grab bar, robe hook, 
paper holder, towel bars, tumbler holders and 
projecting soap dish. 


BATHROOM HEATER 


Flick the switch—and 
the Miami-Carey 
Heater gives heat in 
three seconds in bath- 
room, bedroom, break- 
fast nook or kitchen. 
It's safe, efficient, fits 
compactly into any 
wall. The heater is fan- 
driven. 





the Carey line 


s Shingles and Siding Asphalt Shingles and Roofings 


Asbestos Coverall Wallboard 





SAUGS room 


how to zoom your sales in 


the bathroom $1()70 


You sell a Miami-Carey Bathroom Cabinet 
for $12.00—but don’t stop there! Pyra- 
mid your profits ...expand your volume 
with a complete bathroom package! 





How? Sell 8 items (see left) instead of 1. Do 
that and see your sale go to $24.50, 


But you’re not through yet. Suggest a practical, 
easy-to-install Miami-Carey sstantaneous Bath- 
room Heater—a must for all if you just tell about 
it, That adds $19.50 and your total sale is $44.00! 


Next—where’s the best place to keep towels and 
supplies? Right in the bathroom, of course. So the 
popular favorite of any housewife—a roomy Towel 
Supply Cabinet—comes in at $70.00. And. now 
your sale is $114.00! 


Try it—you’'ll find it’s easy work. Ask a Carey 
representative for complete details. 


TOWEL SUPPLY CABINET 


Simply mention the 
convenient towel stor- 
age space—5 glass 
shelves, 6 big com- 
partments —and the 
ladies will go for this 
item. Two depths: 634” 
and 8%”. And a large, 
full-length plate glass 
mirror in the door. 
Easy, swift installation. 
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Rock Wool Insulation 4 Waterproofing Materials 


Roof Coatings and Cements 


Buitpinc Propucts MERCHANDISER 





THE PHILIP CAREY MANUFA ING CO., CINCINNATI 15, OHIO 


In Canada: The Philip Carey Co., Ltd. 
THE MIAMI CABINET DIVISION, MIDDLETOWN, OHIO 1557 MacKay St., Montreal 25, P. Q, 
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costs which lessen their lony-term 
financial burden.” 

Further expansion of credit to 
home buyers would “‘merely enhance 
inflationary tendencies without fur. 
ther stimulating production.” 

The Housing and Home Finance 
Agency should be charged by Con- 
gress with responsibility for spon. 
soring the adoption by municipali- 
ties of a model building code with 
flexibility for local variations. 


“I bought two copies of ‘How To Bring Up You 
Children’— one for each of my neighbors!’ 


CHICAGO BUILDING 
20-year peak reached in ‘47; 
average home above $10,000 


PERMIT value of building con- 
struction of all types in the Chicago 
metropolitan area for 1947 was the 
highest in 20 years, the Bell Sav- 
ings & Loan Association disclosed. 
The total was $310,566,009. In 
1928, permit values reached $315,- 
208,909. In 1946, $254,032,783. 

For the first six months of 1947, 
the Chicago total was $41,847,100 
against $48,407,500 in the second 
half of 1946. In the second half 
of 1947 permits totaled $71,584,700. 

The average permit value per 
home in the suburban towns in 
1946 was $8,009; in 1947, it rose 
to $9,259 and in December, 1947 
to $10,866. 

Home building permits in the 
suburban towns in 1947 were for 
9,852 homes with a total valuation 
of $91,216,259 against 8,166 homes 
valued at $65,407,691 in 1946. 


REDWOOD STRIKE 
Dispute with union enters 
third year; output continues 


THE strike against eight major 
redwood companies in northern 
California has entered its third 
year. It is one of the oldest strikes 
in the country. 

On the occasion of the second 
anniversary, the companies issued 
a statement saying they are “em- 
ploying more men, operating more 
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THE demand for Hardwood Plywood is proven by 
many dealers who have found the key to its successful 
merchandising. 


One dealer we know did an annual volume last year 
of $200,000.00 in plywood alone. Most of his business 
was in HARDWOOD PLYWOOD and in SMALL 
SIZES. 


This dealer has a “self service” plywood display 
where customers can pick out the proper species of 
wood for their particular job. He has found that his 
customers have furniture in their homes made from 
the more expensive hardwoods, such as Birch, Maple, 
Walnut, Mahogany, and Oak, and that they naturally 
want to use the same woods throughout the home. 
Home owners may not know these woods by name, 
but they do recognize and buy them when they see 
them on display in your yard. 


For something new, designed to increase your plywood sales 
meet us at our booth at your lumber dealers’ convention. 
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Most retailers have also proven that sales and profits 
have increased several-fold when plywood is retailed 
“by the piece” instead of “by the square foot.” Small 
sizes sell better because of the smaller unit price. 
Many dealers have found it profitable to cut up 48 
x 96 panels in the smaller sizes before placing them 
on display. Remember, a man can’t take a 4.x 8 panel 
home in his car. 


All of these popular “home work-shop projects,” that 
housewives are requesting, take small sizes: 


record cabinets 
coffee tables 
window valances 
juvenile furniture 
wall shelves 
kitchen cabinets 


sewing cabinets 
end tables 
wardrobe cabinets 
toys and novelties 
magazine racks 
book cases 


Your plywood sales will take a surprising increase if 
you will do these things: 


1. Carry on hand a selection of all species of plywoods in- 
cluding Walnut, Mahogany, Birch, Oak, Gum, and Yellow 
Pine. 


2. Display your stock to the public where customers can pick, 
BY RECOGNITION, the wood they need for their particu- 
lar job. 


3. Advertise in your local papers several times per week, list- 
ing the actual quantities and sizes you have for sale. Many 
people are still under the impression that plywood is al- 
most impossible to get. 


1. See Aetna’s booth at your lumber dealers’ convention. We 
have something this year that will be really worthwhile in 
helping you to cash in on these plywood profits. 


5. Learn first hand how one dealer hit the jackpot. Get the 
full story “A Plywood Center For Your City.” Write 
today. 





Plywood & Veneer Company 


1732 Elston Ave., Chicago 22, Illinois 


Phone ARMitage 7100 Teletype CG 305 
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Gaining Momentum 
in Lumber Production 


Here at the two modern mills of Ozan are 
men skilled and trained in every approved 
method of lumber production. And here are 
fast precision machines of latest type. All 
+he resources of this organization are em- 
ployed in the making of top quality lumber 
and sending it quickly to retail lumber deal- 
ers. Thus we are co-operating in helping to 
solve America's number one problem, 


HOUSING. 


Even with increased facilities of production, 
we still are unable to keep up with the de- 
mand for Ozan Pine Lumber. But be assured, 
Mr. Lumber Dealer, we keep on doing our 
very best to supply your needs. 


a 





SHORTLEAF PINE 


Ozan Lumber Company 
Prescott, Ark. 





MANAGEMENT 


Guarantees the true spirit of 


Sleshitality 


. «it always prevails in every 
perfect detail of the service and 


atmosphere you'll! enjoy at 





The 


DRAKE 


Chicago 


Edwin L. Brashears 
PRESIDENT 
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head rigs and producing more lum- 
ber than they did before the strike 
was declared on Jan. 14, 1946.” 

The Redwood district council of 
the Lumber and Sawmill Workers, 
an affiliate of the AFL Brotherhood 
of Carpenters and Joiners admitted 
that the struck companies are em- 
ploying more men, but contend they 
are producing less logs and less 
lumber than during the war when 
a skeleton crew was employed. One 
company, the Hammond Lumber 
Company, signed a union shop con- 
tract last February. 


LUMBER PRODUCTION 


Douglas fir cut for 1947 
highest since 1929 record 


OREGON and Washington Doug- 
las fir industry broke peace-time 
lumber production records for 18 
years in 1947 with a cut from 1,775 
sawmills of 7.694 billion board feet, 
according to Harris E. Smith, sec- 
retary of the West Coast Lumber- 
men’s Association. 


BUILDERS' CONFERENCE 


Purdue University sponsors 
two-day session in February 


MUTUAL problems of building 
and builders will be discussed by 
100 residential and small building 
contractors at Purdue University, 
Feb. 10-11. 

The two-day conference will con- 
sist of a series of morning and 


afternoon meetings with a special 
speaker for each session. Speakers 
will include W. C. Huntington, head 
of the civil engineering depar‘ ment, 
University of Illinois; Frank R. 
Walker, publisher, Frank R. Walker 
Company, Chicago; J. Lloyd Allen, 
Allen and Kelley, architects, Ip. 
dianapolis. 

Subjects to be discussed include 
soils and drainage problems; base- 
ment design and construction; sim- 
plified accounting and estimating 
and problems of insulation applica- 
tion. 


MASONS 
9,300 apprentices now in 
training throughout U.S, 


The number of registered ap- 
prentices in the nationwide mason 
training program increased 37 per- 
cent during the last year, according 
to Roy A. Shipley, president of the 
Structural Clay Products Institute. 

As of Dec. 1, reported Shipley, 
nearly 9,300 apprentice masons 
were reported from 48 states, a 
gain of 2,500 in 12 months. 

Nearly 140 local unions and 1,152 
employers joined the program dur- 
ing the year, raising the number 
of participating unions to 397 and 
the number of employers to 4,772. 

A gain of more than 50 percent 
in the number of apprentices re- 
ceiving training was made by 27 
states. The greatest gains were in 
Illinois which added 371 new ap- 
prentices for a total of 871; Ohio 
which added 224 new masons to 
bring its total to 1,078, and Penn- 


» sylvania which is training 215 more 
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“It’s TEXACO for me — right over my old rcof.” 
Home owners in need of new roofs recognize the econ- 
omy and protection of Texaco shingles laid right over 
the old roof — plus the added attractiveness of color. 


“TEXACO Shingles are part of the plans.” Years 
of weather protection, fire resistance and real economy— 
plus beauty of pattern and color to fit the architectural 
design of the house. 


BUILT-UP 






FARM 













“My home and farm buildings are protected with 


TEXACO.” Today farmers are enjoying a greater pros- 
perity than ever before. Their increased production 
means increased needs for new farm buildings — new 
roofs, re-roofing, repair and maintenance. Here is a big 
market — and there is a Texaco asphalt product for 
every essential roofing need. 


“All my flat roof contracts call for TEXACO 
Solid Roofing Asphalt.” Texaco is clean asphalt — 


9914% pure. It keeps kettles cleaner longer. It strips 
easily; saves time and labor 
on the job; mops on easily; 
spreads evenly; leaves a uni- 
form, long-lasting coating. 


TEXACO 


eva SHINGLES and ROOFING 


SOLID ROOFING ASPHALT 






TEXACO 









Member of the 
ASPHALT ROOFING INDUSTRY BUREAU 
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apprentices than a year ago for a 
total of 556. 

Ohio leads all states in the num- 
ber of apprentices in training, fol- 
lowed by Illinois and New York 
which reported 813 as of Dec. 1, 
1947. 


CONVENTION SCHEDULE 
Feb. 9-10—Tenn. Lbr., Millwork 
& Supply Dealers, Knoxville, An- 
drew Johnson Hotel, exhibits. 
Feb. 10-12—Illinois Lumber & 
Material Dealers Assn., Chicago, 
Sherman, exhibits. 

















Feb. 11-13—Mountain 
Lumber Dealers Assn., 
Shirley-Savoy, exhibits. 


Feb. 11-183—Carolina Lumber & 
Building Supply Assn., Charleston, 
S. C., Francis Marion Hotel, ex- 
hibits. 

Feb. 13-14—West Virginia Lum- 
ber Supply Dealers Assn., Charles- 


ton, W. Va., Daniel Boone Hotel, 
no exhibits. 


Feb. 16-18—Western Retail 
Lumbermens Association, Spokane, 
Hotel Davenport, exhibits. 


States 
Denver, 
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STRAIGHT OR MIXED CARS / 


DEEP SWAMP CYPRESS 
SOUTHERN HARDWOODS 


ALL LI GNASAN DIPPED 


YOUNGERMAN-REYNOLDS LUMBER CO. 






|| ALABAMA 






SOUTHERN MILLS AT: 
So eae SAMSON 
DIRECT YELLOW PINE ALABAMA 
. s HIPPERS. BOARDS — DIMENSION — TIMBERS WETUMPKA 


ALABAMA 














Craig Mountain Lumber Co. 
| Winchester, Idaho 


Ponderosa Pine, Fir and Larch 














| 
| Winchester, Idaho 
| 


| 
Winchester Box Company 
Cut Stock and Specialty Items | 
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We are now able to offer the following stock 
waich is thoroughly dry: 


2 cars 6/4 No. 2 Com. & Btr. Appalachian 
Red Oak ; 
2 cars 8/4 No. 2 Com. & Btr. Appalachian 
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Btr. Beech 


1 car 8/4 s.w. & Btr. Appalachian White Oak [/App6e 
2 cars 4/4 No. 2 Com. SPORE 
2 cars 8/4 No. 2 Com. Poplar 
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January 31, 








Feb. 17-19—Wisconsin Retail 
Lumbermen’s Association, Milwav- 
kee, Auditorium, exhibits. 


Feb. 19-20—Virginia Buiiding 
Materials Association, Roanoke, 
Hotel Roanoke, no exhibits. 


Feb. 22-26—National Associa- 
tion of Home Builders, Chicago, 
Stevens and Congress hotels. 


Feb. 2324—Nebraska - Lumber 
Merchants  Association,: Omaha, 
City Auditorium, exhibits. 


Feb. 24—Northern Indiana and 
Southern Michigan Retail Lumber 
Dealers Association, South Bend, 
Ind., Oliver Hotel, no exhibits. 


Mar. 2-3—North Dakota Retail 
Lumbermens Association, Fargo, 
location not yet announced, exhib- 
its. 


Mar. 4-6—Intermountain Lum- 
ber Dealers Assn., Salt Lake City, 
Utah, exhibits. 


Mar. 8-10—Independent Retail 
Lumber Dealers Assn., Minneapolis, 
Radisson Hotel, exhibits. 


Mar. 9-11—Indiana Lumber & 
Builders’ Supply Assn., Indianap- 
olis, Murat Temple, exhibits. 


Mar. 11-12—Mississippi Retail 
Lumber. Dealers Assn., Biloxi, 
Buena Vista Hotel, exhibits. 


Mar. 15-17—-Ontario Retail Lum- 
ber Dealers Assn., Toronto, Royal 
York Hotel, exhibits. 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 


Mar. 24-25—South Dakota Retail 
Lumbermens Association, Sioux 
Falls. 


April 15-16—Southern Califor- 
nia Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits 


April 18-21—Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic- 
ipal Pier, exhibits. 


April 1-2—New Jersey Lumber- 
mens Association, Atlantic City, 
Hotel Traymore, no exhibits. 


April 15-16—Southern California 
Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 


June “1-2 — National-American 
Wholesale Lumber Association, 
Edgewater Beach Hotel, Chicago. 
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POMEL LOU Steer 
of the (/44/, (ntemnational Ss 


is 


“Bic Boy,” new grand champion steer 
at the International Livestock Show in 
Chicago and his owner Claude Millwee 
of Fort Cobb, Okla. Claude is a 4-H boy 
and raised the 1100-pound Shorthorn 
steer from a calf. “Big Boy” sold for 
$8,400. He competed for top honors 
against 390 of the best steers from 
United States and Canada. 





FarMers with valuable livestock 
choose the fence that gives best 
protection and serviceability—and 
that is U-S-S American. Year after 
year the acceptance and popularity 
of American Fence brings in farm 
customers to your store. Though 
the demand still exceeds the supply, 
we are distributing all fence equit- 
ably and as quickly as possible. 












AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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AMERICA’S 


No.1 SOURCE 


for sash & door makers! 
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PERMA 


GLALE 
GLAZING 
COMPOUND 


. provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING nett 


Q. D. 
PRIMELESS 
PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 


me BIDDLE «. 


AMERICA’S LARGEST EXCLUSIVE Peeddy Maker 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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ay i, EDITORS 


Senator Approves Free Building Industry 


To the Editor: Thank you for your good letter of 
December 30 and for the copy of AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MERCHANDISER which you 
were kind enough to send me. 

It is a wonderful magazine and the building industry 
may well be proud of the showing you have made. It 
is a credit to you and your associates from any stand- 
point. 

I heartily approve of your program of a free build- 
ing industry rather than one that is regimented.— 
ARTHUR CAPPER, United States Senate. 


Response to "Depression" Editorial 

To the Editor: Your editorial in the January 3rd 
AL&BPM is interesting and thought provoking on 
“How to Prevent Another Severe Depression.” 

A thinker can see these things clearly. To apply 
the prescription however, is not possible. It is not 
possible because man has not advanced far enough. 
He has not evolved to the point where he has become 
a logical being. If men were logical they would first 
consider the effects of any action on the whole popu- 


_lace, and if these effects were beneficial, they them- 


selves would eventually reap bountiful returns. On 
the contrary, however, man thinks first of his own 
selfish ends, and the developments are often detri- 
mental to the general good. He doesn’t consider that 
what works to the detriment of the general good will 
eventually damage or ruin his own means of happiness. 

It is good to write these editorials, for they will 
tend to improve man’s thinking and man’s actions in 
the distant future. Such literature will aid in man’s 
education and man’s development. I believe however, 
that while such editorials provide a means for you 
expressing your noble ideas, and while they will in- 
spire some men towards exalted deeds—the process 
of evolution is slow. Man’s laws, aspirations and hopes 
cannot change the eternal laws, that the wheels of 
progress grind slowly. 

Many of us are impatient with the slowness of 
progress. We see the obstacles in the path and try 
to remove them, as you are attempting to do in your 
editorials, but the Gods will not be rushed. However, 
such people as yourself, in history have been instru- 
mental in serving creation’s progress and no one could 
hinder or retard your appointment. You serve in 4 
predestined cause. 

. I will be looking forward to reading the re- 
actions of “practical business men” to your editorials. 
—E. A. BLUNDELL, Lumber Manufacturers’ Repre- 
sentative, Milton, Mass. 


Installment Selling 

To the Editor: Your December issue of AMERICAN 
LUMBERMAN & BUILDING PRODUCTS MERCHANDISER /ias 
been received and read with much interest, especially 
the Check List of the Retail Management. 

We, of course, have some weak points that are men- 
tioned in this check list and one of the points that we 
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She’s light . . . she’s bright . . . she’s beautiful. 
She has a warm, honey-colored complexion, and 
a beautiful figure... both stripe and some cross- 


fire. 


Her name is Korina .. . and she’s the newest 
beauty in the famous family of Weldwood Hard- 


wood Plywoods. 


But don’t get us wrong. Korina is not expensive, 
and she’s far from flamboyant. This new decora- 
tive beauty is right at home any place . . . in the 


best shops, the finest homes. 


And Korina is now being shipped to lumber 
dealers all over the country in a good range of 
sizes and thicknesses. 


When it comes to price, there’s another pleasant 
surprise. Korina closely resembles Prima Vera. 















. yet costs one-third 


It finishes every bit as well. . 
less! In addition, Korina is cleaner, sounder and 
runs to wider flitches. 


If you haven’t yet seen Korina, make a date to 
meet this new beauty. You'll find all the familiar 
features of Weldwood Plywood . . . so popular 
with clients and architects alike. 


Mail the coupon for complete information. 


o_o ee ee ee ee eee eee ee ee ee ee 
en MAKE A DATE TO MEET KORINA 
g 


It's easy. Just clip out and mail the coupon. 





UNITED STATES PLYWOOD CORPORATION 


i 
I 
i 
a's 55 West 44th St., New York 18, N. Y. 1 
1 Gentlemen: Please send me complete specifications and sales i 
j information on your new Weldwood Hardwood Plywood i 
; . Korina. i 
1 Name ae oes pte aces t 
I Company—__ , = acieomsparenests i 
P Address . a eaecea ld l 
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Weldwood Plywood and Mengel Flush Doors are products of 
UNITED STATES PLYWOOD CORPORATION 


New York 18, N. Y. Louisville 1, Ky. 


WELDWOOD Plywood 


THE MENGEL COMPANY 








Distributing units in Baltimore, Boston, Brooklyn, Chicago, Cincinnati, Cleve- 
land, Detroit, Fresno, High Point, Los Angeles, Newark, New York, Oakland, 
Philadelphia, Pittsburgh, Rochester, San Francisco, Seattle. Also U.S.-Mengel 
‘lywoods, Inc. distributing units in Atlanta, Dallas, Jacksonville, Louisville, 
New Orleans, Houston, St. Louis. In Canada: United States Plywood of Canada, 
imited, Toronto. Send inquiries to nearest point. 





Weldwood* Hardwood Plywood Tekwood* (paper-faced plywood ) 
Douglas Fir Weldwood Flexmetl 

Mengel Flush Doors Weldwood Glue* and other adhesives 
Douglas Fir Doors Weldtex* (striated plywood ) 
Overhead Garage Doors Decorative Micarta* 


Molded Plywood Flexwood * 
Armorply* (metal-faced plywood) Flexglass * 
Firzite* *Reg. U. S. Pat. Off. 





im P< Sock | 
SWeldwood™ 





Weldwood Plywood is made in both interior and 
exterior types, the former bonded with extended urea 
Plastics and Wood yesins and other approved bonding agents; the latter 
Welded for Good with phenol formaldehyde synthetic resin. 
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IMPROVED DUPLEX 
SASH BALANCES 
NOW SELL FOR 








LESS THAN w 1938! 


a 5 


Direct Saving to Builders 
Means More Profit, Helps 
Offset Other High Costs 





DUPLEX BALANCE COST DOWN 


In an era of greatly increased costs, 
it is a noteworthy fact that Duplex 
Flat Sash Balances actually sell to- 
day at a substantially /ower price 
than they did in 1938. By com- 
parison, think of the cost increases 
in some of the other typical items 
you buy. 














~!/pupLex BALANCE QUALITY UP 


Although they now cost less, Duplex 
Flat Sash Balances are worth more 
than they were nine years ago, in at 
least three important respects: 








1. The plaster-tight outer case is now 
made of rust-proof plated stock, 
whereas it formerly was painted. 


2. The high test steel cables now used 
are far superior to those formerly 
employed. In fact, they are 20 times 
stronger than required. 


3. Duplex Sash Balances are now guar- 
anteed against mechanical defects for 
the life of the building. (The FIRST 


Te will digs sash balance so guaranteed.) 


to standardize on 
Duplex Flat Sash Bal- 
ances from here on 
in, because it is 4 con- 
tinuing policy of this 
company to produce 
the best sash balance 
on the market at the 
lowest possible price. 
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DUPLEX, INC., 630 N. La Peer Dr. 
Los Angeles 46, Calif. 





| 

| Please send 
| information 
| on Duplex Flat 
| 

| 

L 








Sash Balances 





Type of Business 











a et ean ene nen 












wish to better our position on is the installment selling 
of accounts under $100. 

On page 78 there is mention made of 60 important 
packages that the retail building material dealer sells 
below $50. Could you put us in touch with some mer- 
chant that has an installment selling plan for these 
small accounts. We are using extensively the Univer- 
sal C.I.T. plan, Allied Building corporation, First 
Bank-Credit and the F.H.A. systems for modernization 
loans, but, as you know, all of these companies have 
narrowed their service down to nothing less than $100, 

Any names of dealers that you could furnish us that 
might be of assistance in shedding some light on a 
more practical setup for this type of selling, will be 
greatly appreciated. 

May we say that we have been inspired numerous 
times by your timely editorial page, and seldom ever 
is there one that we do not circle some statement that 
you make that is perfectly applicable to our daily mer- 
chandising.—C. R. BURKS, manager, First Lumber 
Store, Port Arthur, Tex. 

We believe the statement was packages sell- 
ing for $50 or more, not less than $50. We feel 
a good salesman could build a sale up to $100, 
and if not, the dealer could carry the short 


term paper himself, adding in the finance 
charges, of course.—The Editors. 


Very Sorry—Correction Made 

To the Editors: In looking over the January 3 issue 
of AMERICAN LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER I note that in your convention schedule 
you show that our convention will be held June 1 and 2 
at the Edgewater Beach Hotel in Chicago, but in- 
advertently you show our name as National American 
Hardwood association. 

We shall appreciate it if you will correct this in 
your next issue to read National-American Wholesale 
Lumber association.—C. J. FISHER, assistant secre- 
tary, National-American Wholesale Lumber associa- 
tion, New York. 


Industry-Engineered Home Program 

To the Editors: In your September, 1947 issue, 
under the title Here is a Better Way to Build, mention 
was made of an Industry-Engineered house program. 

I am interested in gathering further information 
of same. 

Would you please be good enough to forward any 
literature or further writings on this subject.—AL- 
BERT SANDLER, A.B.C. Lumber company, Brooklyn. 

The book mentioned can be ordered from 
the National Retail Lumber Dealers associa- 
tion, 302 Ring building, 18th and M Streets 


N.W., Washington 6, D. C. and enclosing $1.00. 
—The Editors. 


Building a Modern Showroom 


To the Editor: We are wondering whether you 
could be of assistance to us on the following question. 
We are planning to erect an ultra modern building 
material showroom, and while we have fairly definite 
plans as to the interior design, we are in a very un- 
decided state as far as the outside of the building is 
concerned. 

We thought...you might have in your files some 
photographs of what you consider to be outstanding 
examples of building exteriors in your field. . —M. J. 
LOWEN, Manager, Westchester Home Improvemen! 
company, Yonkers, N. Y. 

In answer to your problem we are sending 


you a copy of our book Modern Store and Yard 
Design.—The Editors. 


Jaséucry 31, 
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LUMBER SUPPLIES at the moment, lumping all 


kinds together, are easier. This is due of course to 
the seasonal decline. But practically all predictions 
are for a big year in housing and commercial build- 
ing; so the industry expects that as soon as the new 
season opens in force it'll again be something of a 
problem to find the needed building materials. 


LUMBER EXPORTS for ‘47 ran close to 1,200 mil- 


lion feet; and the light construction industry wants 
to hold the ‘48 figure to that amount or less. Imports, 
true enough, have been exceeding exports; and the 
industry expects this to continue. It's true also that 
exports, measured in percentages, are a small part 
of U. S. production. But a billion feet of lumber 
would fix up quite a few houses. 


LUMBER ALLOCATIONS under the Marshall Plan, 


if it's enacted as it probably will be, are expected to 
add up to about 700 million feet a year. All that is 
in the if-and-maybe state; waiting ‘Congressional 
action. But if it works out this way, the industry will 
ask pointedly whether the Marshall Plan footage is 
to be in addition to other export quotas or is to be 
part of those quotas. 


MARSHALL PLAN ALLOCATIONS of lumber, so 


the light construction industry thinks, should be part 
of and not in addition to these export quotas. The 
retail industry recognizes that certain lumber ex- 
ports are defensible and necessary; to aid foreign 
recovery and to support diplomatic and trade rela- 
tions. There's no serious objection to reasonable 
exports; although admittedly there isn't an agree- 
ment about the exact meaning of “reasonable ex- 
ports.” 


LUMBER IMPORTS into the VU. S. come largely 


from Canada. During the war the Canadian govern- 
ment set limits upon the export of lumber and lum- 
ber products; and these limitations are still in effect, 
although they vary in percentages according to 
location. About 50 percent—40 percent in the West— 

















is held for Canadian use. About 35 percent, at an 
ecrlier time, was allocated to the United Kingdom. 


CANADIAN DOUGLAS FIR PLYWOOD is of spe- 


| importance to U. S. markets; and at present our 
northern neighbors have reasonable amounts they 
wnt to sell us. When this fir plywood crosses the 
border it bangs into a 40 percent ad valorem duty. 
‘wn lumber must pay about a dollar a thousand 
in .mport duties, which isn't much of an obstacle 
Bu’ that 40 percent on fir plywood is a real hurdle. 
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THE PRESIDENT, back in ‘46, invoked powers 


granted by an earlier tariff law and lifted import 
duties on lumber products suitable for housing con- 
struction. But the duties were reimposed as of Aug. 
15, ‘47; and in the following months imports of fir 
plywood from Canada dropped to very low figures. 
Congress could suspend these duties temporarily; 
in fact has done so recently in regard to other items. 


LUMBER PRICES have been getting hard looks in 


Washington, because of pressure upon Congress to 
do something about building costs. The joint com- 
mittee that is investigating housing held a closed 
meeting, the second week of January, to deal with 
lumber; trying to find a satisfactory and legal way 
of getting prices lowered. A good many manufac- 
turers and a lesser number of retailers were present. 


SOME MISUNDERSTANDINGS, due possibly to 


faulty quotations, got into the reports about the 
meeting; such as the rumor of a price roll-back that 
might amout to as much as 25 percent. Any en- 
forceable rollback, of course, would have to be 
enacted by Congress; something not popular with 
this present Congress. Apparently someone said 
lumber prices OUGHT to be reduced by this much. 


A TIGHTENING OF CREDIT is likely to be one 


result of all these things. It'll be done partly by 
private bankers, screwing down on loans; partly by 
the manipulations of the Federal Reserve. Better 
get used to the idea that some private bankers and 
some public economists think a moderate decline in 
construction would be a good thing; not only for 
the national economy but also for the construction 
industry. . . Anyway, expect bankers and Federal 
officials to begin giving the hard eye to home mort- 
gage appraisals. 


HOUSES FOR RENT continue to be the objectives 


of official Washington. A feeling that houses for 
sale have gotten too much attention. A good deal 
of criticism of the large volume of public works that 
have been started or are in the works to go pretty 
soon. It's. sound stuff to have projects well enough 
prepared to go in a hurry if employment slides. But, 
under the circumstances, public works are infla- 
tionary. 


SOME REASONS FOR HIGH PRICES are found in 


the fact that low-cost mills produce half or less than 
half the lumber now needed. When a smaller vol- 
ume is enough low-cost mills supply the market at 
corresponding low mill prices. But with the big post- 
war construction program going, high-cost mills 
come in and generally set the market price level. 
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“Direct from Our Own Forests aud Mills” 
MEANS MORE THAN EVER NOW! 


The recent acquisition of prime timberlands, the purchase of additional mills and our plans for 


new plants means we'll be able to meet tremendous demands for West Coast lumber products. 















We manufacture Send us Your Tuguiries for 
PONDEROSA PINE, SUGAR PINE, DOUGLAS 
AND WHITE FIR, OR YARD STOCK 


and specialize in: 
Furniture Dimension 


Glued-Up Stock 


Address all correspondence to our Kansas City Office: 


The Ralph L. 


Carpenters’ and Special 
Mouldings 


Industrial Shook 
Venetian Blind Slats 
Rails and Fascia 

Lumber Company 
Ladder Stock 


Ready-to-Assemble 
Furniture Parts 


1635 Dierks Building 
Phone Victor 4143 
KANSAS CITY 6, MISSOURI 


West Coast Office: 910 U. S. National Bank Blidg., Portland 4, Oregon 


—in fact anything in 
West Coast Woods! 





CONNOR 
FOREST PRODUCTS SINCE 1872 


“LAYTITE” MAPLE FLOORING 


THE WORLD'S FINEST — BAR NONE 


Write for illustrated 75th Anniversary Booklet 


CONNOR LUMBER AND LAND COMPANY 


PHONE No. 3 MARSHFIELD, WIS. P.O. BOX 112-A 
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Paul’s cooks. Today Ole is forging Sky Anchors for Paul’s new Log- 
ging Airplanes. 
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TRADE MARK Me 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 
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li. R/x—THE PRESCRIPTION AND ITS 
INGREDIENTS 


Publisher’s note: Following the editorials “Our Economy 
Today” and “Diagnosis”—Parts | and II of Editor Arthur 
A. Hood’s series of four consecutive editorials on the prob- 
lem “How to Prevent Another Severe Depression’—we 
present Part III, “R/x-The Prescription and Its Ingredients.” 
The final editorial will discuss “Getting the Patient to Take 
the Medicine.” 


In writing a prescription to avoid a serious de- 
pression, we should specifically aim: 

To sustain “full” or optimum employment. 

To market our output into consumption or use. 

To increase the production and productivity of 
producers and distributors. 

To make our purchasing power continuously ef- 
fective. 

To secure more intelligent and equitable pricing. 

To achieve an acceptance of the real meaning of 
freedom. 

To unite the majority on voluntary curbs of un- 
ethical practices thus making chiseling unprofitable 
and unpopular. 

To minimize the seven economic sins: limiting 
personal production; hoarding money; hoarding 
supplies; speculative gambling; failure to invest or 
spend income; profiteering; taking unethical advan- 
tage of another’s need in buying or selling. 

To promote a higher standard of cultural, social, 
political and economic life. 

Such medicine—if we take it—should obviate 
serious depression. The more intelligent our dis- 
ciplines, the milder the catharsis. 

Our political “doctors” are in complete agreement 
as to the end results desired, but in total disagree- 
ment as to means and methods. 

One group holds that to avoid depressions, eco- 
nomic catastrophe and the exploitation of the 
masses, it is necessary to increasingly subordinate in- 
dividual rights of profit and property to the will of 
the majority as represented by the state—that only 
through state control of the economy can we achieve 
the common goal of Peace, Progress and Prosperity. 

The other group holds that the power of the state 
to invade private enterprise and personal liberty of 
profit and property should be limited to constitu- 
tional boundaries and that the remaining disciplines 
necessary should be achieved through voluntary 
action, 

We hold with the latter group. 

The issue is clear: A maximum of police en- 
forced laws with a minimum of voluntary disciplines, 
vs. a maximum of voluntary disciplines and a mini- 
mum of police enforced laws. 

It is obvious that if freedom is to have any real 
meaning we must follow the latter course. 

The prescription then is the voluntary limitation 
of, or abstinence from: 

Any excessive price (profit) we exact for our 
products or services. 

\ny tendency to monopoly. 

(ny conspiracy to nullify the working of ethical 
competition. 
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The excessive use of credit. 

Excessive gambling or speculation. 

Any tendency to exploit others in buying or selling. 

The withholding or limiting of personal produc- 
tion (which is called featherbedding) on the part of 
workers, management or “capitalists.” 

The hoarding of inventories for exorbitant profits. 

(Incidentally, the probable course of legislation in 
a socialistic congress is indicated in this list!) 

The freedom group maintains that by voluntarily 
taking sizeable doses of this prescription we can pre- 
vent another severe depression. 

The socialistic doctors say that human nature be- 
ing what it is, the only road to Peace, Progress and 
Plenty is government enforced limitation! 

We hold with the freedom road! 

But the ingredients of our prescription must be 
more than disciplines and limitations. 

They must include expansion and self expression. 

“Class” conscious individuals and groups must be 
sold a practical economic unity. 

All workers, for example, should be sold: 

Higher cultural and material requirements. 

More individual productivity and greater per- 
sonal efficiency. 

That buying makes jobs and by investing or 
spending, you help protect your own job. 

That management should be given a chance to re- 
duce prices before starting “Round Three.” 

Management, in turn, should be sold: 

That profit is no longer an adequate motivation 
for business—that to be both successful and free, 
enterprise must have a four part motivation—serv- 
ice to its customers; service to the community; serv- 
ice to its employees and service to its investors 
(profit). 

That no one of these four motives is dispensable. 

On holding the price line when inflation threatens. 

On markdowns when inventories accumulate un- 
duly. 

On passing a part of reduced costs on to the public 
in lowered prices. 

On incentives that increase production and lower 
costs. 

On greater personal productivity. 

Our legislators must be sold: 

On restraint in passing further curbs on private 
enterprise. 

On lowered government expenditures and elimi- 
nation of waste. 

On liquidation of the Public Debt when inflation 
is in the ascendancy. 

On reduction of taxes when deflation appears. 

On fiscal and monetary policies in the interest of 
a stabilized economy. 

But the most important selling job is to the peo- 
ple as a whole! All of us must be sold on: 

Ever higher economic, social and cultural 
standards. 

Common objectives—universal goals. 

Mutual understanding and confidence. 

Self-discipline in group interest. 

The practicality of compromise. 

The ultimate satisfactions of life. 

Keeping our money working. 

Friendship—teamwork—interdependence—mutual- 
ity. 

Brother-keeping-in-self-interest. 

With such ingredients will the prescription to 
avoid serious depression be compounded! 


A. A. H. 
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HEADQUARTERS and retail store of the Mueller Lumber company, Davenport, lowa, are located within 
easy walking distance from the center of the city. 


Service Builds Consumer Sales 


Store and office were remodeled in 1930. 





In Davenport, lowa, the Mueller organization operates a thriving industrial- 


HEN IN 1906 AMERICAN 

LUMBERMAN published a vol- 
ume entitled The Personal His- 
tory and Public and Business 
Achievements of One Hundred Emi- 
nent Lumbermen in the United 
States, the name of Christian 
Mueller of Davenport, Iowa, was in- 
cluded in that group. 

The story of the obstacles 
Christian Mueller overcame in his 
youth and his later successful 
struggle for business success in 
this country are among the most 
colorful in the volume. 

Today the fourth generation of 
Muellers are carrying on the fine 
tradition in the lumber business set 
by their forefathers. The working 
partners in the concern today are 
cousins, Walter E. Mueller is pres- 
ident and treasurer and Ben C. 
Mueller is vice-president and secre- 
tary. Both men are graduates of 
the University of Wisconsin and 
both have been in the retail lumber 
business for more than 25 years. 

WORK AS A TEAM 

Although both Muellers work 
closely together in establishing ma- 
jor policies, each one has his par- 
ticular sphere of influence. Walter 
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takes care of the heating and 
financing end of the business and 
Ben handles the building materials 
end. They pool their ideas on ad- 
vertising and home building poli- 
cies. 

Just two blocks from the center 
of the city, the Mueller Lumber 
company is working to build its 
over-the-counter trade. The Muel- 
lers are making definite plans in- 
tended to increase their store 
traffic. Changes in the interior of 
the store will be made to improve 
the display area and make it easier 
for salesmen to serve customers. 

The company is particularly in- 
terested in developing a_ strong 
hardware department. To do so, it 
is gradually bringing its hardware 
products to the front of the store. 
In 1930 when the present store and 
office building was remodeled, pri- 
vate offices were eliminated. Both 
Muellers are now located near the 
sales area. 

The increase in the company’s 
overall dollar volume this past year 
was 52 per cent. Cash sales showed 
a pleasing increase. Lumber is the 
No. 1 building material in volume 
handled by the company. Miscel- 





residential business in which heating equipment sales play an important part. 






laneous building materials are in 
No. 2 place and fuel and heating 
equipment are third and fourth re- 
spectively. 

HEATING DEPARTMENT BUSY 

THE heating and fuel business 
has been one of the most important 
phases of the entire operation. The 
company has had a franchise with 
one of the most important manufac- 
turers of heating equipment for the 
past 17 years and now handles their 
complete line—oil, gas and coal in 
warm air, steam and hot water. The 
two-county franchise has enabled 
the company to do a volume busi- 
ness in this department. 

It handles hotel and apartment 
installations and complete servic- 
ing. This keeps three men busy on 
a full-time basis in this department. 
A panel truck is assigned to this 
department for its exclusive use. 

The company has used direct mail 
very effectively in promoting its 
fuel and stoker sales. For one week 
after these letters go out, one girl 
is assigned to follow up by tele- 
phone. This particular girl, for- 
merly a telephone operator, has an 
excellent personality and she was 
recently transferred to the sales 
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COUSINS direct the activities of the Mueller Lumber company, Davenport, lowa. Walter E. 
Mueller, left, is president and Ben C. Mueller is vice president and secretary. Both have been 
in the business for more than 25 years. 


room for consumer selling. 

The Muellers use both direct mail 
and newspaper advertising. The 
magazines Popular Home and the 
Perfect Home have caused more 





Plan Service Fee 


MUELLER LUMBER company 
offers the prospective home 
builder a custom plan service on 
a fee basis outlined below. If 
the prospective home owner de- 
cides to go ahead with the job, 
the fee is deductible from the 
cost of the job. 

Jobs up to $5,000—Minimum 
of $25 to $50, according to the 
type of job and service required. 

Jobs from $5,000 to $7,000— 
Minimum of $50 to $100, accord- 
ing to the amount of services re- 
quired, 

Jobs from $7,000 to $11,000— 
From $100 to $200, according to 
the size of the job and the 
amount of services required. 

Jobs over $11,000—From $200 
up, according to the size of the 
job and the amount of services 
required. 











favorable comment than any other 
single pieces of direct promotion 
the company has used. The com- 
pany’s newspaper advertising, fea- 
turing products and prices, carries 
the standard slogan “The Builders’ 
Department Store.” 
HOME BUILDING 

MUELLER Lumber company 
has been active in the home build- 
ing field in two ways. J. E. Carlson 
has had charge of the company’s 
building department for the past 10 
years with office headquarters on 
the second floor. Here prospective 
home owners have an opportunity 
to look over stock plan books and 
discuss their home plans with Mr. 
Carlson, who will arrange for cus- 
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tom building. The house is sold as 
a complete package. 

Since its organization early in 
the war, Mueller Lumber company 
has been a 25 percent stockholder 
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auELiER LUMBER CO. 


woe VTPHEN CABINETS 


STORM WINDOWS and SCREENS | 


in Davenport Homes, Inc., a ¢o- 
operative group of four lumber 
dealers who organized originally to 
develop war housing in the area. 
This organization, which has built 
400 houses, develops subdivisions, 
then builds and sells the houses 
when they are finished. Most of 
these houses were built under FHA 
and Veterans Administration au- 
spices. 

Most of these houses are 26x30 
or 26x32 and are placed on a lot 
50x125. The layout contains four 
rooms with a stairway to the attic 
where there is space for a second 
bedroom. There is a full basement. 

In addition to its residential 
building, the company is also active 
in the remodeling field—kitchens, 
attics and similar jobs. William R. 
Welch is in charge of this depart- 
ment which was remodelling tent 
platforms for a Girl Scout camp at 
the time the AL&BPM representa- 
tive called. 

Six men are kept busy in the 
company’s profitable woodworking 
shop which is operated in an ad- 


BUILDINGS occupied by the Mueller Lumber company are used advantageously to advertise 
the company’s own products. 





EXTERIOR of the Moline store and warehouse. This yard has been active in prefabricating 
farm buildings. 
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joining building. The shop does cus- 
tom vork exclusively—book cases, 
cabinet work, kitchen cabinets, 
bars, store fixtures, display tables, 
etc. The company is now replacing 
much of its old woodworking equip- 
ment. All of the company’s special 
truck bodies are made in this shop. 
Sever of the company’s 11 trucks 
have been equipped with these 
bodies which have extra rows of 
stake pockets which make it easier 
to handle millwork and _ finished 
lumber without damage. 

The company’s single branch 
yard, established in 1900, is located 
in Moline. This yard was active in 
prefabricating farm buildings dur- 
ing the war and now handles two 
products not directly handled by the 
Davenport store—paint and coal. 


BONUS PLAN 

KEY employes in the organiza- 
tion are men of long term service. 
R. A. Lenz, who is in charge of the 
woodworking department, has been 
with Mueller’s for 25 years; C. E. 
Goettig, cashier, began work for the 
Muellers in 1919 and Mr. Welch the 
same year. Arnold Beckmann, head 
of the shipping department, came 
into the Mueller employ in 1911 and 
John Bleyaert, manager of the Mo- 
line yard, in 1933. William R. 
Mueller, Ben Mueller’s son and a 
veteran of World War II, is in 
charge of the heating and stoker de- 
partment. 

For the past 10 years the com- 
pany has been operating a bonus 
system and each year it is more 
convinced of the value of such a 
plan. It is a discriminatary bonus 


TWO young Muellers are carrying on the 

Mvciler tradition in the retail lumber busi- 

ness. Ben C. Mueller Jr., currently working 

in the Moline yard, left, and William R. 

Mueller, who is in charge of the heating and 
stoker department. 
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based on the employe’s ability, 
length of service, loyalty and co- 
operativeness. Ben and Walter rate 
each employe separately and then 
go over their estimates together. It 
seldom they are far apart. 

Office personnel is allowed two 
weeks vacation with pay, also two 
weeks sick leave. Union contracts 
provide vacation time for other em- 
ployes. The company sponsors an 
annual employes Christmas party 
and two picnics—one for outside 
people (salesmen and manufactur- 
ers contacts and the like)—and one 
for the Mueller company employes. 

Monthly meetings of the office 
staff are held to discuss sales vol- 
ume, profits, new products, credits 
and other factors that will help 
keep the organization alert. 











KEY men in the operation of the Moline yard 
are Harry Warren, left, yard foreman and 
John Bleyaert, manager. 





No. in Family .2................... 


Bedrooms Required ....2.... 





Income ...$32200 ee 
Can Make Down Pay’t of ...$800....... 
Can Make Monthly Mtge. Pay’ts of..$4 6050.00 ccccccsssnmesnsnsnusemesnnetne 














INTERIOR of the Moline store shows the hardware and roofing exhibits. 
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LOW cost prefabricated type of greenhouse suitable for small farms 


and suburban use. 


Small Greenhouses 
New Dealer Market 


HEATER is set on a concrete or brick block under a bench or in a 
walk. Smaller sizes operate on 110/120 volts and can be plugged in; 
larger units 220/240 volts are wired directly to the fuse box. 










Use of chemically-treated and naturally durable lumber, compact electric 
heating systems and new designs are reducing greenhouse size and cost and 
making inexpensive units practical for farm and home. Building products 
merchants can sell either prefabricated or build-it-your-self models. 


HERE HAS BEEN a revolu- 
tion in the greenhouse busi- 
ness that has increased the poten- 
tial of this market a _ thousand- 
fold. Average farmers that could 
only dream of “glass houses” a few 
years ago are forcing seeds in them 
today, to “beat” the produce market 
in their area. Even in suburban 
areas office workers and profession- 
al men are going into greenhouses 
in a big way. 

Twenty years ago things were 
different; greenhouses were for 
only the wealthy farmers and 
society folks. It was a specialty 
business of iron parts, curved 
glass and a complex heating sys- 
tem. It was the business of steel 
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men and plumbers that were “out 
of towners.” But, today this is no 
longer the case, because agricul- 
tural engineers have developed a 
low cost electric heating system 
that puts greenhouses within the 
reach of anyone. Treated lumber 
and decay resistant grades of red 
cypress, redwood and red cedar 
have made it possible to substitute 
wood for steel in the smaller green- 
houses. New designs have elimi- 
nated the need for special glass 
shapes. All of these factors have 
helped to reduce the cost of the 
greenhouse, and put the sale of 
greenhouses into the hands of 
progressive building material mer- 
chandisers. 
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The compact, electric heating 
systems that have made this revolu- 
tion possible are just about fool- 
proof. They last for years and 
have banished for good the «ld 
bogey of the steam or hot waier 
plant. Since they are complet:ly 
automatic, an even temperature is 
maintained day and night. All ‘he 
operator has to do is set the th:r- 
mostatic control and the unit w th 
its circulation fan will do the res 

Where auxiliary heat is need:d, 
it can be provided with a soil het- 
ing cable, another development of 
agricultural engineers. This s1p- 
plementary heating system can «'S0 
be controlled thermostatically. { - 
der some conditions, this cable my 
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be ised in place of an extra fan- 
type of heater. The cable is mere- 
ly jaid under the soil, in which 
the plants or seeds are to be placed, 
at x designated depth and spacing. 
A humidifier is usually not required 
for general greenhouse crops— 
wetiing down is usually sufficient. 

There are two ways in which a 
dealer can profitably handle this 
fas! growing dual market. One is 
to make a hook-up with a green- 
house manufacturer and sell the 
prefabricated unit and heater as a 
“packaged” item. These prefabri- 
cated houses come in either the 
standard sash house or the lean-to 
type. The lean-to type is generally 
sold as an addition to the house or 
some other building. Careful loca- 
tion and proper construction can 
make it look like a part of the 
original building. 

Another method of handling 
greenhouse requests is to carry 
greenhouse plans from which the 
farmer can build himself. For plans 
developed especially for the climatic 
conditions in the different sections 
of the United States, write to the 
United States Department of Agri- 
culture, Farm-structures division, 
Washington, D. C. If you are lo- 
cated in the Northeastern part of 
the country you should also write 
to your local agricultural college 
and ask for Northeastern Plan No. 
795-5187-Sash Greenhouses. 

Dealers today are handling this 
business in either or both of the 
above ways. Neither requires a 
special inventory. If you sell pre- 
fabricated houses, orders are taken 
directly from the catalogue. If 
farmers want to build the houses 
themselves according to the plans 
you supply, their orders just be- 
come another outlet for materials 
already in stock. You can handle 
the electric heating units and the 
soil heating cable by making a tie- 
up with an electrical jobber. 

Whether the farmer builds or 
simply erects the prefabricated 
house, he should follow a few sim- 
ple rules to get the best results. 
Cave should be taken in selecting 
the site for the greenhouse. Since 
it is necesary to excavate the aisle 
be. ween the soil benches, the house 
should be located on well-drained 
ground. The foundation should 
r on solid ground and extend 
dovn below frost. This is usually 
t to three feet in most areas 





but it will be deeper in the ex- 
treme north. Special care should 
be taken to insure against 
vement of the foundation in re- 
; Speet to the main building due to 
' the frost. The lean-to type should 











Nlustrations: Lord & Burnham 





BuiLpING Propucts MERCHANDISER 





MAN and wife team can erect the prefab quickly. 


LOW cost lean-to provides flowers all year around for city living. 
starting plants on the average farm. 


always be located so that the glass 
side faces south. 

If the farmer builds the house, 
proper construction around doors 
and windows is important. Caution 
that they should fit tightly, avoid- 
ing cracks which allow heat leak- 
age. 

The usual greenhouse roof has a 
pitch varying from 26 to 32 de- 
grees. For the small house, less 
than 25 feet wide, it is generally 
recommended that the pitch be 32 
degrees and for houses wider than 





It is also large enough for 


25 feet, a pitch of 26.5 degrees is 
recommended. The steeper pitch 
has the advantage that the snow 
will slide off easier and any con- 
densation on the inside wall will 
tend to run down the glass rather 
than drip on the plants. 

After construction, the wood 
members of the greenhouse should 
be given two coats of high-grade 
paint, both inside and out. This 


will increase its life, improve the 
appearance and 
losses. 


lower the heat 
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PLAY your best card, advised Robert Tobias, left, in his talk on better merchandising. L. E. Streater, 
president of the Streater Lumber company, Minneapolis, center, attended his 50th Northwestern con- 
vention. Secretary William Badeaux is an interested listener. President Briggs, right, delivers his message. 


Northwestern 


Dealers Hold Record Convention 


A TTRACTED by a business pro- 

gram dealing with the prac- 
tical problems of operating today’s 
retail lumber organization and the 
most extensive exhibits in the his- 
tory of the association more than 
3,500 dealers from North Dakota, 
South Dakota, Iowa and Minnesota 
registered for the 58th annual con- 
vention of the Northwestern Lum- 
bermens association in Minneapo- 
lis, Jan. 12-14. 

Ward D. Briggs, Crane-Johnson 
company, Inc., Fargo, N. D., was 
re-elected president. Other election 
results were: H. A. Albinson, 
Worthington, vice president, Min- 
nesota; John A. Larson, Bismarck, 
vice president, North Dakota; 
Myrle V. Hilton, Vivian, vice presi- 
dent, South Dakota; Gerald A. 
Jewett, Des Moines, vice president, 
Iowa. V. E. Stocker, McGregor 
Brothers & company, Minneapolis, 
was re-elected treasurer and W. H. 
Badeaux, secretary. 

LUMBER PRICES 

TREMENDOUS pressure is be- 
ing brought to bear on the lumber 
industry to reduce prices, H. R. 
(Cotton) Northup, secretary-man- 
ager, National Retail Lumber Deal- 
ers association, warned the dealers 
in recounting some of the sessions 
spokesmen for the industry have 
had with the joint congressional 
committee investigating building 


costs. 
“Very substantial pressure,” said 
Northup, 


“will come on_ several 
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Biggest potential market in history now available to 
alert merchandisers, speakers say. Ward D. Briggs 
re-elected president. Large Hoo-Hoo class initiated. 


large producers to promise a fixed 
reduction in the price of lumber. 
If that happens, we can sell a grave 
danger to the entire industry. Price 
reductions will be forced all along 
the line.” 

Senator McCarthy, Northup 
added, threatens to use his influ- 
ence to bring the industry under 
price control again, unless these re- 
ductions are forthcoming. A re- 
duction of 10 percent has been sug- 
gested. However, testimony offered 
by producers, wholesalers and re- 
tailers indicates that a decided 
break in price at this time would 
not be advisable. The bulk of the 
producing industry feels that prices 
cannot be reduced at this time 
without reducing volume. 

It is more important, Northup 
contended, to have volume produc- 
tion in lumber in 1948 than a dras- 
tic break in prices. Given freedom 
from controls, materials, manpow- 
er and adequate financing, this year 
should be a better year for the con- 
struction industry than 1947, the 
NRLDA executive predicted. 

Admitting there is no magic 
formula for reducing costs, North- 
up pointed to the I-E home as a 
definite step in the right direction. 
He warned dealers to watch legisla- 
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tive steps toward socialized hous- 
ing. 

“Once socialized housing starts, 
it starts forever. It will embrace 
the small towns and rural areas as 
well as the large cities.” 

President Briggs emphasized the 
tremendous potentiality of the farm 
market in his annual message. He 
urged dealers to keep abreast of 
the latest developments in the in- 
dustry, pointing out that competi- 
tion is everywhere. 

“We, as lumber dealers,” said 
Briggs, “should avail ourselves of 
every opportunity to become mod- 
ern and to keep our customers and 
add new ones. What I am most 
concerned about from the dealer's 
standpoint in 1948 is this: is our 
industry equipped to handle his 
business to the entire satisfac!ion 
of all concerned? Are we goins to 
be ready when the call comes?” 

Don Ross, merchandising editor, 
Successful Farming, said farmers 
have the money and the desir« to 
do a great deal of remodelling and 
new construction on their premises, 
but pointed out that “business ;::0es 
where it is invited and stays where 
it is well pleased.” 

The farm customer, said Ross, 
has made more progress since the 
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war than the customer in the city. 
Furthermore, he is “more anxious 
to buy things you have to sell than 
you are to sell them.” 

Ross emphasized the vast prog- 
ress on the farm in recent years in 
soils through contouring, fertiliza- 
tion, drainage and crop rotation; 


progress in dairying through 
breeding, feeding, housing and 
legislation; in livestock through 
breeding, management, feeding, 


housing and marketing; in poultry 
—2.5 billion annually from the 
farmers 23 billion dollar annual 
income; also progress in farm ma- 
chinery, corn raising, electrifica- 
tion, service buildings and educa- 
tion. 

“Show me any other class which 
has made such a gain,” challenged 
Ross, predicting that farm income 
will continue at a high level. 


TOBIAS TALKS 


IN HIS talk on better mer- 
chandising entitled Bet the Blue, 
Robert Tobias, sales manager, H. 
D. Hudson Manufacturing com- 
pany, Chicago, urged dealers to 
give serious attention to the inte- 
rior and exterior of their physical 
property; to evaluate the effective- 
ness of their locations for retail 
business; to departmentalize their 
business, showing related merchan- 
dise as a unit and highlighting defi- 
nite departments. 

He suggested advertising appro- 
priations based on 1% percent of 
gross sales. Personnel should be 
re-trained now for the sales job 
ahead, Tobias said. 

Immediately following the first 
day’s business session, a Hoo-Hoo 
concatenation was held at Hotel 
Nicollet. Ray Saberson, Snark of 
the Universe, earlier told the con- 
vention that Hoo-Hoo membership 
is approaching the 5,000 mark. He 
said Hoo-Hoo can help perpetuate 
the principles of the Golden Rule 
in the lumber industry. 
fifty-nine kittens were initiated 
In a ceremony in which a combina- 
ion of the old and new ritual order 
was followed. Hoo-Hoo’s code of 
‘nies was read by Snark of the 
iiverse Saberson. Ormie C. Lance, 
lor Hoo-Hoo, and William M. 
oc) Wattson, snark, were among 
se on the degree team. 


~-- 
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HOO-HOO BANQUET 


'HE hotel’s main ballroom was 
hied to capacity for the Hoo-Hoo 
banquet which was attended by 
ver 800 lumbermen; an additional 
100 crowded into the hall for the 
ourstanding amateur show, 1948 
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PARTICIPATING in the Hoo-Hoo concatenation were, left to right: Paul Anderson, kitten; Ormie 
C. Lance 36511, Senior Hoo-Hoo; Scott Wiscomb, kitten; William (Doc) Wattson 32720, Snark. 





LOOKING over the Industry-Engineered home booklet, “Here's a Better Way to Build,” left to 

right: G. L. Immer, Waverly, lowa; Martin J. McDonald 27358, Port Arthur, Ont., Supreme 

Bojum of Hoo-Hoo, who has attended 25 Northwestern conventions, and Erling Muus, Minot, 
N. D. Scores of the I-E booklets were distributed at the convention. 


Lumber Jinx, sponsored by the Mis- 
sissippi Valley Lumber and Sash 
and Door Salesmen’s association 
and Twin Cities Hoo-Hoo Club No. 
12. Wilfred E. Gits, president of 
the club, was toastmaster. 

The Tuesday session opened with 
the movie, By Jupiter, a film em- 
phasizing the importance of cour- 
tesy in business, made available by 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER. 

R. B. Page, manager, Allied 
Building Credits, Inc., Minneapolis, 
spoke on Today’s Job—Installment 
Selling. A complete digest of: his 
talk will appear in the next issue 
of AL&BPM. 

Dealers were advised to adver- 
tise consistently by John H. Ryder, 
Norm Advertising, Inc. He said 
successful advertising meets the 
following requisites: it must be 
seen, read easily, understood, be- 


lieved; those who read it must want 
the thing advertised. 

Headlines, Ryder said, should be 
short, interesting and _ specific; 
they should be easy to read. Copy 
should avoid technical language and 
extravagant claims. One of the best 
forms of advertising is public serv- 
ice (Community Chest, Boy Scouts, 
etc.). 

Attendance at the annual ban- 
quet at Hotel Radisson was limited 
only by the seating capacity. <A 
stage show and dance followed the 
dinner. 

Two features of the final session 
on Wednesday morning was a mo- 
tion picture, Telephone Selling and 
a humorous talk, Feast or Famine, 
by the farmer, Dave Livingston, 
Washington, Iowa. 

The convention program for the 
ladies included a radio broadcast 
and style show. . 
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SIMILAR distinctive Nowels billboards are located on the highways leading to all four towns 
in which the company’s yards are located. 


Charts Business Success By 
Advance Planning 


Master Merchant Russel W. Nowels anticipates problems, then wards 
them off. Four-yard operation features originality and flexibility. Uses 
localized advertising and emphasizes keeping accounts receivable low. 


ORESIGHTED OPERATION 
—the conscious effort to ana- 
lyze problems in advance and put 
into effect measures that will allow 
his organization to continue to grow 
and produce a fair profit regardless 
of ups and downs in the local busi- 
ness economy—dqualifies Russel W. 
Nowels, president of the Nowels 
Lumber and Coal company of Ro- 
chester, Mich., as a Master Mer- 
chant of the Light Construction 
Industry. 

The four Nowels yards in the 
small Michigan towns of Rochester, 
Washington, Oxford and Northville 
grossed approximately $600,000 this 
past year—42 percent over the pre- 
vious 12 months. And this growth 
can be attributed in large part to 
carefully weighed advance planning 
with much emphasis placed on op- 
erational flexibility. 

The start of each year sees Rus- 
sel Nowels evaluating and ranking 
the importance of each problem 
facing his company. Unlike many 
dealers, Nowels set advertising and 
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promotion as his company’s No. 1 
target in 1947. Developments in 
the territory served by the four 
Nowels yards account for this de- 
cision. The yards at Rochester, 
Washington, Oxford and Northville 
are all located within 30 miles of 
Detroit and lie between Pontiac and 
the motor car capitol. 


Home building gained tremen- 
dous momentum in this area dur- 
ing the past year. Small homes on 
one- and two-acre tracts are going 
up at a rapid rate as the trend 
toward decentralization continues. 
This trend continues to bring hun- 
dreds of new families into the four- 
town trading zone. 


The Nowels company went out to 
meet the new residents through ad- 
vertising. A direct mail promotion 
in the form of a small 4-page tab- 
loid newspaper (see Country Ex- 
change, Michigan Dealer Uses 
Unique Direct Mail Promotion, 
AL&BPM, Dec. 6, 1947) carrying 
free classified ads reporting house- 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so that it will tebe 
many months to cover them all. 














hold items and services for sale or 
wanted was started last fall. It is 
being distributed to over 11,500 
rural box holders as well as resi- 
dents of the four yard towns. 





Newspaper advertising, prepared 
by the Norm Advertising Inc., New 
York, was increased. Two examples 
of a relatively new type of dealer 
advertising developed by Novels 
are shown elsewhere in this article. 
The ads, featuring photographs of 
local customers using products sold 
by the company or trading at a 
Nowels store, are published in a 
local community magazine circu- 
lated in the Rochester area. 





By these promotional meth.ds, 
the company has earned the guvod- 
will and is continuing to make the 
friendship of hundreds of new pros- 
pective customers. Sales to individ- 
ual home owners represented 80 er: 
cent of the company’s business ‘ast 
year and will continue to represent 
the bulk of the volume as new 
comers to the communities serviced 
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by Nowels develop and expand their 


rials 
com} 


Now: 


hand) 
to build a complete small house. 


$1400 a pre-cut lumber and mate- 
rials package capable of construct- 
ing the shell of a 24x30 foot house. 
odie supervision assistance and 
advice will be given if the customer 
wishes. Arrangements are now be- 


BUILD YOURSELF HOMES 
(ILE already supplying mate- 
‘or owner-built garages, the 
iny will enter the build-your- 
iome field this spring. Mr. 
is at present is working out 
ified instructions that any man 
with a set of tools can fol- 


company will supply for about 


made to secure bank financing 


During past years the Rochester 
yard built a number of shell houses. 


peat 


vice 


first 


These have resulted in much re- 
the owner comes to Nowels for ad- 


develops into a regular customer. 
Nowels discontinued package sell- 
ing during the war. The company 
returned to selling package portable 
farm structures several months ago 
and the Rochester yard plans to re- 
enter packaged house selling with 
its own construction crew at the 


“There is only one answer as 
things continue to tighten up: keep 
volume of sales up and become more 
efficient,” Mr. Nowels firmly be- 
lieves. 


business. Almost invariably 


on finishing the structure and 


sign of a drop in sales volume. 


“Exceedingly close control 


EFFICIENT but not time-wasting housekeeping is practice 
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Washington .. 3221 


Boy 





* 
\ 
seorge H. Stevens, left, and Ralph L. Schwark are ‘helping Wilford 


Stevens insulate his new house on Ludlow street with insulating material 
‘rom Nowels. 


You, too, can put in your own insulation easily and quickly. 
retch your fuel further during the present shortage. You can 
ve as much as 30 percent of your fuel bill and be snug and warm 
the same time. You will find a complete line of loose fills, blan- 
ts and batts to fit your needs at Nowels Lumber and Coal Co. 
me in and let us help you with your insulation problems. 


NOWELS LUMBER & COAL CO. 


Northville -. 30 
Oxford ... 360 


chester . . 2-9431 





Bie one sisi 








d at the Northville store and yard 


shown above and below. 




















Mrs. John W. Bressler, center, and her daughters, Mrs. Robert 
B. Harrison, left, and Mrs. Ralph L. Schwark, give orders to 
Walter Gebert as Kenny and Billy Schwark watch. 


Two generation customers are a fitting testimonial to our fine 

building supplies and information. They like the superior quality 

of Nowels’ materials as well as the prompt, courteous service. 

Bring your family in and join the throngs of our generations of 
satisfied customers. 


NOWELS LUMBER & COAL CO. 


Rochester . . 2-9431 Northville . . 30 
Washington . . 3221 Oxford ... 360 








UNUSUAL, attention-getting Nowels ads feature customers themselves. The “it’s easy to do it yourself” 


theme on the left and the institutional approach at the right both use the news photo technique. 
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WELL styled, quality construction, left, in a typical small house package built and sold by the Nowels ness. 
organization. Aluminum siding, right, is used on this Nowels-engineered house sale. Op 
must be retained over every phase plicat 
of the dealer’s operations during accou 
the present period. Today the dealer fore. 
must watch his inventory and hand 
prices. He must specialize in mer- If 
chandise that will turn over rapidly pay 
to protect himself against price form 
drops.” lette! 
Control is quite evident in the proce 
Nowels operation. Three years ago over 
a nationally-known business engi- of th 
neering firm was employed to sur- in th 
vey the company. An _ operation attol 
vardstick was worked out. By ; Ye 
checking monthly performance ler 
against this yardstick, the com- proa 
pany quickly sees whether or not low | 
it is making the desired stated per- who 
centage of return on sales and cap- cline 
ital investment. IS Ju 
After determining net sales and do it 
cost of goods sold, the yardstick the 
provides a percentage check for the 
PALLETIZED handling of lime and other sacked products is being adapted to all Nowels yards operational expenses. These are ness, 
by use of the Twin-Tilt hand truck. broken down into the management ; pan) 
= function, finance function, control F '#' 
function, distribution function, Al 
procurement function and _ person- sch 
nel function. Net profit from oper- rae 
ations is analyzed and the month's uo 
activities compared by a profit to laine 
net sales ratio. we 
lal 
COLLECTION SYSTEM if » 
WITH increased costs in all lines Fat 
of retailing and shrinking working F tom 
capital, Mr. Nowels believes that Fact! 
close control must be maintained — Mr 
over accounts receivable. He has 
taken several steps to tighten con- 
trol and today the company’s ‘otal iD 
amount of accounts receivable «:vel- F din 
ages only 40 days credit busizess. ff turn 
One of the first steps was to re Ff plia 
tain a collection agency. Personnel ff the 
at each yard were schooled by the on! 
agency in good credit procedures. har: 
Rather than use the time of yard the 
personnel in outside collection work, sold 
COVERED storage at the Oxford yard. a series of action-getting rubber: atte 
But 
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stamped notices and form collection 
letters are now in operation. 

As soon as an account becomes 
past due, the yard starts to stamp 
the ‘ollowing series of notices on 
future statements: 

“PAST DUE—This account has 
no doubt escaped your notice. Will 
you please favor us with an early 
settlement and oblige? 

“SECOND NOTICE — We have 
again to remind you of this account 
which is much overdue and must 
ask you for an early settlement. 

“THIRD REQUEST—Again re- 
minding you of this account which 
is now much overdue. Please make 
immediate settlement and thus save 





further expense and _ unpleasant- 
ness 
“FINAL NOTICE Several ap- 


plications have been made for this 
account and unless it is paid be- 
fore... ... it will be placed in the 
hands of an attorney.” 

If the above series fails to get 
payment, the yard mails out two 
form letters on collection agency 
letterhead. The entire automatic 
procedure described above is spaced 
over a 120-day period. At the end 
of that time, the account is placed 
in the hands of the collection agency 
attorney. 

Yard managers report they pre- 
fer this impersonal collection ap- 
proach. The automatic features al- 
low them to assure irate customers 
who are good credit risks but in- 
clined to be slow paying that ‘“‘this 
is just our standard procedure. We 
do it on all overdue accounts.” Thus, 
the customer is made to feel that 
the company appreciates his busi- 


ness. At the same time, the com- 
pany is able to collect its accounts 
faster. 


All Nowels yard managers are 
schooled in the belief that the best 
time to collect for the sale is when 
it is made. If cash cannot be ob- 
tained, credit details are thoroughly 


worked out. “It is our experience 
that most trouble can be avoided 
if proper arrangements are made 
at the beginning and both the cus- 
tomer and the company know ex- 


actly when payments will be made,” 
Mr. Nowels reports. 


DISCONTINUING APPLIANCES 

|’ LINE with his policy of han- 
dling only merchandise that will 
turn over rapidly, the selling of ap- 
plixuces is being discontinued at 
the firm’s Washington yard (the 
only Nowels yard with a complete 
hariware department) as fast as 
the present stock of appliances is 
While demand immediately 
the war was good, the appli- 


sold 


afte: 
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ance field has now become too com- 
petitive for the average dealer, in 
Mr. Nowels’ opinion. It is a totally 
different kind of selling as com- 
pared to what the building products 
merchant is accustomed to, he 
points out, and few dealers are in 
a position to render the servicing 
required. 


The Nowels Lumber and Coal 
company was founded in 1929 with 
a yard at Detroit. This original 
yard was sold nine years later. 
During the interval, the Rochester 
(headquarters) and Northville 
yards were purchased. Washington 
was added in 1943 and Oxford two 
years later. 

Mr. Nowels is a past president 
of the Michigan Retail Lumber 
Dealers association. 


HERE is a $283.77 bill of materials. 





JOHN NOWELS, son of Master Merchant 
Russel W. Nowels, studied architecture and 
is « graduate of the 30-day lumber mer- 
chandising course at Michigan State College. 





This 20x20 foot garage is a standard item sold by Nowels 


for owner erection. 
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PRESS agent stunts like Miss Materials Han- 
dling of 1948, left, who greeted the 20,000 
executives attending the 2nd National Ma- 
terial Handling exposition, Jan. 12 to 16, at 
Cleveland, are calling the attention of man- 
agement to the problems of lowering costs 
by using more efficient materials handling 
techniques. In the field of building products, 
handling of materials alone (excluding 
freight) represents one-fifth the manufactur- 
ing and distributing cost. 





AIRCRAFT manufacturer enters materials handling field. Bell Aircraft’s new Prime Mover will 
handle 1000-pound load, climb a 20 percent grade, run eight hours on three gallons of gas. 
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Cut Handling Costs 
With New Equipment | 


S° RAPID have been develop. 
ments and improvements in 
materials handling equipment dur- 
ing the past two years that today 
there is hardly a lumber yard in 
this nation that cannot improve 
its present efficiency and lower its 
costs through the intelligent use 
of some type of mechanical han- 
dling apparatus. 


That statement can be made 
without fear of contradiction from 
the majority of building products 
merchants who were among 15,000 
business executives attending the 
second annual National Materials 
Handling Exposition and Confer- 
ence held January 12 to 16 at 
Cleveland. 


While the extent to which various 
types of materials handling equip- 
ment can be applied to yard opera- 
tions depends upon a careful analy- 
sis of each individual case, the wide 
range of displays covering half a 
million square feet of space at 
Cleveland indicates that the dealer 
is now in a position to select equip- 
ment particularly tailored for his 
specific needs. 


WIDE RANGE AVAILABLE 


AT LEAST four times as many 
move-it-mechanically devices are on 
the market today as were available 
a year ago. They range from power 
truck carriers, fork truck attach- 
ments, hand trucks, roller and 
wheel gravity conveyors, skids and 
pallets, belt conveyors, power and 
chain hoists, overhead cranes, grips 
and tongs, portable and tiering 
elevators, cranes, bins and portable 
racks to strapping apparatus—from 
a magnesium hand truck that 4 
youngster can carry to a lift truck 
capable of raising a boxcar. 


In almost every case there is to- 
day more than one type of meciial- 


ical equipment that can be used to : 


perform any given handling opera 
tion. The lumber and building prod- 
ucts merchant must carefully weigh 
all types and select those that do 
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the job best when considered from 
nt such standpoints as the initia] in- 
| vestment, operating and mainte- 
nance cost and physical yard 
changes (if any) required to ac- 
commodate the equipment. 


velop. In addition to paying for itself 
nts in | out of savings made by replacing 
it dur- the old method, the equipment also 
today must be selected in light of its ease 
ard in of operation and its safety to both 
nprove the operator and other people. 

ver its 

it use 

: om NEW DEVELOPMENTS 


AMONG the many new materials 


made handling developments that can be 
1 from expected to prove valuable to lum- 
‘oduets ber and building products mer- 
15,000 chants are these: 
ig the 
terials Eliminates need for pallets—By 
‘on fer- use of recently designed pneumatic 


16 at forks, cinder and other light-weight 
aggregate building blocks can now 
be bulk handled by lift truck with- 


yarious . 
2 out the use of pallets. To do so, 


equip- ‘ : 
; three rows of stringer blocks are 
opera- ; 
laid on the yard and subsequent 
analy- ; . 
- blocks stacked on top in a simple 
1e wide , : , 
: interlocking pattern. The four tines 
half a ; Ea 
bog (finger-like projections of the fork 
“a Psi lift) are inserted between the three 
e : , 
oda rows of blocks. The stringer blocks 
At his are securely grasped by using com- 


pressed air to inflate heavy rubber 
tubing (encased in tire tread) on 
the inside face of each tine. Special 
forks with other gripping devices 
will handle similar hard materials 
Ss many as well as sacked materials without 


are on pallets. 

vailable 

1 power Higher stacking — Many manu- 
attach- facturers are introducing fork lift 


oy and trucks with longer upright elevator 
ids and guide shafts, allowing higher plac- 
rey and — ing of the load. One model features 
s, grips a telescopic action. This accommo- 
tiering BF dates a lift to 124 inches and a 
portable F collapsed height that lets the truck 
s—from — Pass through a seven-foot door. 
that a 

et truck | _S/rapped lumber packages—Sim- 
ple, inexpensive, easy to operate 





re jis to- 
mecian- fo 
used to FF 
y opera 

ng prod: | MOTORIZED hand truck introduced. Shown 


ly weigh for the first time at Cleveland, this unit is 
that do powered by a 112 h.p. gas engine. 
ai 
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Recent developments unveiled at National Materials 
Handling Exposition indicate a wide range of equip- 
ment to fit needs of building products merchants. 
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FLEXIBLE, readily and easily controlled belt conveyors are finding greater application in the 
handling of building materials. 





NEW gripper-type forks will handle hard materials without using pallets. Service Caster and 
Truck corporation's MoTowLift is equipped with a pneumatic unit. Air expands rubber tubes in 


tines of fork to grip concrete blocks. 
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LIGHT metal handling equipment. These magnesium hand trucks and dock-boards ease handling 
and increase work capacity. 





INEXPENSIVE, quickly applied steel strapping, demonstrated by Acme Steel company, unitizes 
building products for fast, efficient lower-cost handling. 
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steel strapping equipment will make 
lumber packaging easier. Like 
large industrial wood users, some 
dealers are already working with 
mills that ship steel strapped |um- 
ber packages on flat cars. The 
dealer unloads and stores it ss a 
package. Strapping can be ex- 
pected to be more fully utilized as 
(1) a greater number of deslers 
enter into the selling of packages 
of pre-cut house materials and (2) 
they simplify handling by sirap- 
ping small unit bundles of com- 
monly requested sizes and lengths 
of lumber. 


Handles flat sheets -A tubular- 
frame, four-wheel hand truck, de- 
veloped for factory movement of 
large aircraft parts, is now avail- 
able for easy handling of long, flat 
materials including plywood, plate 
glass, plaster board, etc. 


Versatile unit—A three-wheeled, 
yvas-powered Prime Mover, resem- 
bles a large wheelbarrow and c¢ar- 
ries a half-ton load. Its chassis 
will accommodate a_ platform or 
bucket, depending on the type of 
material to be moved. 


Weight reduction cuts fatigue— 
Use of light metals in hand trucks 
and other equipment relying on 
manual power will reduce worker 
fatigue. Aluminum and magnesium 
are just beginning to find their way 
into handling equipment. 


Asphalt shingles palletized—One 
manufacturer of asphalt shingles 
has started to palletize his product 
at the factory in 4,000-lb. units and 
ships them to his jobbers in this 
pallet. 


Economic studies show that over 
22 percent of the price paid by a 
purchaser of a product represents 
handling — something that adds 
nothing to the value of tHe product. 
Proper use of mechanical handling 
equipment offers the dealer an op- 
portunity to reduce the cost of 
building products and, thus, expand 
the market by bringing things 
made from lumber and_ building 
materials within the reach o! an 
even bigger market than at present. 


Pan 


BIGGEST thing in lift trucks. Automatic trans 
portation company’s Skylift giant can pick up 
a freight car. Its capacity is 60,000 pounds. 
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. flat rs “ i ira | 
lac | on Housing vs Appliances why greater production spurs price increase 
DEPLORING the attack by one | ESTIMONY on lumber prices before the Gamble-McCarthy Committee 
segment of petvate industry upon | developed some unusual, apparently logical reasons not only for pres- 
eled, another, the National Retail Lum- ent lumber prices but for the wide fluctuation in lumber prices over rela- 
‘sem- ber Dealers Association has replied tively short periods of time. 
cal to General Electric Company’s ad- Backed by figures and statistics 
assis vertisements that household appli- the lumber manufacturing group 
n Ol ances are a “better buy” today For Congressmen presented data showing that unlike 
e of than a home. , a a ae ogg = most commodities lumber prices 
; i CO cons — So : f th , “Here’s a Bet- te ° : 
~— GE pr ne “ . — ™ or ae Build” just. before were highest when the most lumber 
newspaper a vertisements, ames the January session convened. was being produced and lowest 
yue— the housing shortage on “old fash- NRLDA sent along a brief when the least lumber was being 
rucks ioned” production methods; ‘tools summary of what bay My call- produced. This is because lumber 
' ateriale in -_ i ttention to t - es a " : 
¢ on <tc “ pr hang nei at er of ee pet D a Ptr A production increases follow price 
orker ep Inning O t e j ristian era sity of Illinois, where cost increases and vice versa. 
‘sium ie a oe ae ee It is reasonable t ss that 
apes REPLY TO GE PRESIDENT The lawmakers were advised ‘ e to assume 
The NRLDA reply to the GE ad that 5,000 I-E homes will be built 40 percent or more of all lumber 
os atc phi " - tes " = ne yA a and production is marginal at one point 
rertisements is contained in a four- ealers an a more A sa 
: on ’ or another in our economy. Ap- 
One page letter addressed to Charles E. will be built in 1948. Altogether, ube ti of wm : wales 
‘ingles Wilson, president of General Elec- the presentation offered tangible ee a co: 
IN Bre: Peepers os a : evidence that private enterprise mills produce 24 percent of our 
oduet tric and other members of the com- can develop its own practical lumber supply at this time and 
s and pany who may have been influential program to meet housing needs. the balance of 76 percent is pro- 
this in the decision to run the adver- duced by 40,000 odd other mills 
tisements. Th , i i e- 
. e number of mills operating de- 
at boints to a number of techno- | Smart Promotion Booklet by pends entirely upon the prices be- 
, over — en a we 5 gs ing paid for lumber. For example, 
by a — a ee “oo ms Northeastern Association in the Douglar Fir region of the 
»sents ee en ve veers West in 1932 there were 383 mills 
adds Engineered Homes program. MEMBERS of the Northeastern producing Douglas Fir. At that 
adil “In 1947,” points out the letter, Retail Lumbermens_ Association time prices were extremely low and 
dling housing starts reached 125 per- have received a smart piece of pro- were insufficient to attract addi- 
cent of the 1940-1941 rate, where- motional literature from their as- . . . 
in Op- ' ‘ p Sep - tional production. 
. as automobile production has only sociation headquarters in the form 
eS aid reached 96 percent of the 1940-1941 of a factual account of what their 
r a rate. It is estimated that 3,600,000 association accomplished in 1947 SITUATION IN 1947 
} UN) ath ae .: : ; . ° 
“ding eo oagrest ig will be completed in and its platform for 1948. le 106T the wees 1008-0 
918 and 825,000 houses will be The report, entitled ‘Blueprint mata : . ee 
of an : = - pe producing Douglas Fir. Prices 
completed, but on the basis of ton- for 1948,” summarizes the activi- Dictate bint to teens of 
exent. nave, the automobile industry | ties of the association in 18 poeta preter vie Mieen sen limtatcotaool 
ed: pre * ¥ — ditional production and investment 
would have to produce almost 25,- of well edited text, brightly illus- In other words, it was profitable ‘i 
000,000 cars to equal in weight the trated by two-color spot drawings. ait heiie ot Sealiow Cuutinen ana 
materials that have been manufac- The booklet (8%x11) is indexed Sine ante os vail transportation 
tured and placed in position in the and punched for filing. oul to balld wende inte Muer der- 
825,000 homes completed this year. Chapter headings are entitled: merly considered ‘ieee Pisin 
. “It is interesting to point out What We Must Do About Legisla- aah neil viewpoint. 
ie re that the price of a 1941 Ford sedan tion; Your Association’s Housing ‘ ; 
sovedl is very close to the price of a 1920 | Platform; What Does Our Public The fact that the more difficult 
(Continued on Page 48) (Continued on Page 48) lumbering operations were being 
IAN & Bulbine Propucts MERCHANDISER 47 














conducted was evidenced in the 
current spread of prices prevailing 
at one time in the Douglar Fir re- 
gion. The average price of Doug- 
las Fir was $74.70 per thousand, 
but mill prices ranged from $45.00 
to $89.42 per thousand within the 
same region. Some mills obviously 
could produce more economically 
than others. 


On the basis of such trends 
and comparisons it was generally 
agreed during the hearing that a 
one percent decrease in the price of 
lumber would eliminate about one 
percent of current production. Con- 
versely, an increase in price would 
increase production. Both of these 
statements have obvious limita- 
tions, but in general hold true. For 
example, in the Appalachian region 
it was stated that the high prices 
the mills could afford to pay for 
stumpage had made it possible to 
buy and put upon the market num- 
erous scattered small stands or 
groves of timber which would nor- 
mally remain untouched upon the 
farmer’s land. 


RESULT OF PRICE CUT 


A drop in sale price of lumber 
would automatically make it eco- 
nomically impractical to cut much 
of the timber being cut today and 
likewise would cause thousands of 
the small mills to stop operations 
immediately. Each succeeding cut 
in price would result in the elimi- 
nation of another group of mills. 


In dealing with these activities 
and proposals centered in Wash- 
ington, your National Association 
serves you very much as does the 
switchboard in your local telephone 
system. Through the State and Re- 
gional federated associations, with- 
out which the National Association 
could not effectively serve the re- 
tail dealers, the National is able 
to send information to all dealers 
in all parts of the country and in 
turn is able to obtain information 


regarding individual needs and 
problems, which regionally vary 
widely. 

Without this decentralization, 


without the strength of knowledge 
gathered directly from men whose 
chief concern is to study and know 
the problems and dealers in each 
state and region, it would not be 
possible for this industry to pre- 
sent the effective front and the 
factual material that has so far 
protected this industry and repeat- 
edly averted injustice and hardship 
for various segments of the in- 
dustry. 
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in your community. 





Start a Home Planners Institute 


THIS is an ideal time to start a Home Planners Institute Program 


The Home Planners Institute is a program to teach the prospectiv: 
home owner the fundamentals of good housing—a program whic! 
gives the industry an excellent opportunity to tell the public the stor, 
of housing costs and housing values today. 

NRLDA has available some 500 Home Planners Institute Manuals. 
The organization in 1948 of a like number of Home Planners Insti 
tutes would be a means of informing the public of the real and sincere 
interest of the industry in better housing at lower costs. 

All of the materials in the Home Planners Institute Manual are as 
up-to-date today as they were two years ago and could be augmented 
by the Industry-Engineered Homes material. 

The Home Planners Institutes aroused tremendous interest in 
sound housing prior to the period of war-time government controls. 








NRLDA Answers 


Ford sedan; and a 1940 Ford sedan 
cost more than a 1922 Ford sedan 
and also cost more than a 1929 
Ford sedan. Electrical washing 
machines also offer an interesting 
production line comparison. In 
1935, the average price of washing 
machines was $65; in 1941 it was 
$78; in 1946 it was $126; and these 
prices are still going up. 

“Since 1940 in the Washington, 
D. C. area the average cost of new 
homes has increased 89 percent. 
This comparison was made from 
Washington newspaper advertise- 
ments appearing in 1940 and 1947 
in the same months for the same 
types of homes; same type of ma- 
terials, facilities, equipment and 
neighborhoods. A similar compari- 
son has been made between trade- 
name refrigerators, washing ma- 
chines and radios selling at retail 
in the Washington area in 1940 
and 1947. These prices have been 
checked with retail outlets. 

“On the basis of this comparison 
we find that washing machines at 
retail have increased 145.6 percent 
between November, 1940 and No- 
vember, 1947. Trade-name refrig- 
erators at retail have increased in 
the same period 103.1 percent. 
Radio retail sale prices have in- 
creased during the same _ period 
123.5 percent; these electrical line 
production products together with 
electrical ranges have increased 
during the same period 104 per- 
cent. 

“All of these percentages appear 
to be well above the increase in 
home construction costs measured 
over the same period despite the 
advertisement’s claim that home 
production is in a handicraft state 
using tools and methods available 
at the beginning of the Christian 
era.” 





Smart Promotion 

Think?—and What Can We Do 
About It?; Aids to Greater Sales 
(Northeastern’s plan service and 
sales builders); Cut Operating 
Costs (better collections, labor sav- 
ing ideas, yard planning and store 
modernization, perpetual inventory 
system, tax service, etc.) ; Employe 
Training Pays (short courses, de- 
gree courses, home study courses 
and the Personnel Training Insti- 
tute for executives); Better Em- 
ploye Relations (low-cost insurance 
for employes, tested selling meth- 
ods and specialized short courses, 
labor contracts) ; Your Association 
in Action (activities of the staff, 
state associations, “The Lumber 
Co-operator,” bulletins, etc.) ; Your 
National Association (what it did 
in 1947 and its objectives in 1948). 


PROGRAM OUTLINED 


Secretary-Manager Paul S. Col- 
lier, reporting for the Board of Di- 
rectors, points to a definite pro- 
gram of association activity in- 
tended to achieve more homes. 
Among them: 


Under the department heading, 
“What Does Our Public Think?” is 
this significant paragraph: 

“This is a presidential year. The 
beliefs of the public today will in 
large measure be the attitudes we 
must face in the halls of Congress 
and in Administration policy. 
There is no time to lose. The job 
now is for lumber retailers every- 
where to acquaint themselves with 
the tools at hand with which to tell 
the real facts to the home town 
people. 

“These tools are newspape’’s, 
radio, direct mailings, home shows 
and Home Planner’s Institutes. A 
renewed effort for public under- 
standing of the industry must be 
made.” 
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Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 
kkk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 


*Thompson Falls Lumber Company, Thompson Falls, Mont. 





Telephone 71 


* Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber 

















White River is Growing New Forests 


if Although our company has been 

ee operating at the same stand for 
cal nearly 52 years, White River 
Sa)" doesn’t expect ever to cut out. 
Healthy new forests are rapidly 
replacing timber harvested in for- 
mer years. 


Special precautions are taken to 
guard against fire — and with suc- 
cessful fire protection and modern 
forestry practices, White River 
should have adequate timber re- 
sources for practically indefinite 
operation. 





New growth on Lands Logged 15 years ago. 


WHITE RIVER LUMBER COMPANY 


Enumclaw, Wash. 
Since 1896 Douglas Fir — West Coast Hemlock 
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Package Construction 














Select Home Location Carefully 


By GUS MEISSNER 
Technical Consultant 


Neighborhood trends greatly influence re-sale value. Home erected on poor 


OLLOWING AGREEMENT 
upon the plan and other de- 
sign details, construction supervi- 
sion entailed by the dealer in mak- 
ing the new home package sale 
begins with selection of the site. 

The lumber and building prod- 
ucts merchant must be in a position 
to advise the customer on factors 
that should be considered in select- 
ing a site. It is axiomatic that the 
erected home will cost the same, 
whether located on a good site or a 
poor one. A good site will ‘both ex- 
pedite re-sale and enhance re-sale 
value. Once decided upon, the site 
is not subject to change. It is per- 
manent. 

The following factors should be 
analyzed in light of the type and 
value of the house to be built: 

Is the neighborhood appreciating 
or becoming shabby? 

Is the house value above or be- 
low the immediate surroundings? 

Are such public utilities as 
water, gas, sewage and electricity 
readily available or will such sub- 
stitute measures as wells, pumps, 
bottled gas and extension of power 
lines (generally involving prepay- 
ment on transmission facilities) be 
required? 

How are transportation facilities 
to markets, schools, churches, thea- 
ters, etc.? 

These are but a few of the im- 
portant points to ‘be carefully 
weighed. The dealer, in a sense, 
must function as a realtor for he is 
usually better acquainted with 
neighborhood economic trends than 
the customer. 


LOCATION OF HOUSE ON SITE 


AFTER selecting the site, the 
next problem is to place the home 
structure properly on it. Depend- 
ing on ground contour, neighboring 
buildings, established lot and build- 
ing lines, trees, boulders, etc., will 
to a large extent determine (a) 
the location of the house and b) 
the placing of the garage with re- 
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site costs as much as one on good site. Dealer must offer customer counsel. 








gard to driveways, grading prob- 
lems, tree removal, etc. 

Suggest to the customer that he 
prepare a scale drawing of his lot 
from the deed description. Have 
him indicate trees, terraces, boul- 
ders, ete., on it. 

Advise him to make a small card- 
board cut-out of his ground or floor 
plan to the same scale as the draw- 
ing of the lot; then shift it about 
to suit until the proper location of 
the home on the site has been 
found. Do likewise with any de- 
tached garage or other out-build- 
ings. This process will of itself 
point to the logical location for 
flower beds, gardens, shrubs and 
other landscaping. 

It is well to show compass points 
on the lot drawing. Quite often, 
by reversing the floor plan on a 
given location, more desirable ex- 
posures are made possible for the 
living room and other parts of the 
house. 

Like selection of the site, location 
of the structure upon the site can- 
not be altered after construction. 
Preliminary study to achieve the 
best end result pays—because the 
house does not cost any more to 
build in one place than in another! 


ELEVATION 


GENERAL trend today is to 
keep the house squatty, with a gen- 
tle sloping terrace effect. This can 





be accomplished by restricting the. 


depth of the excavation and using 
the excavated soil to form the ter- 
race effect. To plan this effective- 
ly, a cross section of the plot should 
be made and a profile of the slope 
from about the first floor joists to 
the existing grade of the lot drawn. 
Of course, the proximity of neigh- 
boring houses may affect the extent 
to which this policy can be fol- 
lowed. 

Keeping the house “up” has its 
advantages. It will be less liable 
to damp basements; it will reduce 


the cost of excavation; it will im- 


prove visibility from the house; it 
will present a more attractive ap- 
pearance. 

Proper study of correct elevation 
yields permanent dividends. Once 
placed it cannot be raised or low- 
ered. The house does not cost any 
more whether it is placed too high, 
too low or just right! 


GROUND CLEARANCE 


CAREFUL study of location of 
the home on the site will pave the 
way to intelligent analysis of 
ground clearance problems. 

Ground clearance consists chiefly 
of preparing the actual site for ex- 
cavation and for any driveways, 
walks and detached garages or 
other out-buildings. 

Insofar as possible, all major 
trees should be spared. Shade is 
definitely an asset. Often a slisht 

(Continued on Page 54) 
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20%, MORE SPACE IN 
YOUR WAREHOUSE 


AMERICAN-BOWSTRING WOOD TRUSSES 


e American Wood Trusses eliminate center walls and 
posts ... increase your storage space. Strong, safe, easy to 
install—they cut your building cost considerably. 25 to 150 
foot spans built to your requirements. Prompt delivery. 
Low cost. Write for estimate today. 


AMERICAN ROOF TRUSS CO, 


6846 STONY ISLAND AVE. 235 WEST 37th PLACE 
CHICAGO 49, ILL. LOS ANGELES 7, CALIF. 
PLAza 1772 ADams 3-4191 


ESTABLISHED 1922 





VALUE ITEMS 


for Prompt Shipment 


1X4” YP Flooring Shorts 
1X8” No. 1 & Btr. KD YP 
Shiplap 
1X8” D & Btr. KD YP No. 
105 
4/4 No. 2 Common 
Magnolia 


For over 52 years Scotch Lum- 
ber has been delivering depend- 
able values to lumber buyers. 
Try the above values. Let us 
serve your regular needs. 


SOUTHERN PINE @ SOUTHERN HARDWOODS 
FULTON, ALABAMA 


Mixed Cars a Specialty Member SPIB and NHLA 


SILDING Propucts MERCHANDISER 
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| West Coast Lumber 
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WHOLESALE DISTRIBUTOR 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


¢ LUMBER 

© MILLWORK 
e MOULDINGS 
e SIDING 

e FLOORING 
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(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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Package Construction Estimating 


FTER PAYMENT of fees cov- 
ering the building permit, fil- 
ing and surveying, the dealer who 
seeks to develop a fair selling price 
for the delivered new home package 
must start with estimates covering 
clearance of the site, erection of 
batter boards and excavation. 

As clearance of the site includes 
removal of brush and large and 
small trees and preparing the 
ground for layout, batter board 
erection and excavation, it usually 
is part of the excavating contrac- 
tor’s work. 

If he is equipped with a bull- 
dozer, his charge normally is based 
on the time required (per hour), 
the number of men employed and 
the cost of equipment. 

A fixed unit price, based on the 
cost per 100 square feet and re- 
moval of brush, trees and boulders, 
can be set up for site clearance. 
As pointed out in the two previous 
introductory articles in this series, 
these estimates should be based on 
unit prices obtained by the dealer 
from the contractor. Use of prices 
obtained in this way overcome con- 
tractor resistance, enlists contrac- 
tor cooperation because he is satis- 
fied that the price is fair, and es- 
tablishes a basis of mutual trust 
and confidence. 

The price chart accompanying 
this article is designed to help the 
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Site Clearance and Excavation 


AL&BPM’‘s Technical Consultant shows how to use unit 


Portland Cement association 





estimates to figure excavating contractor's total price. 





of final figures? 





CAN YOU ANSWER THESE QUESTIONS 
ON EXCAVATING? 
1. How much should the plan size be increased? 
2. Why is the mean average depth so important? 


3. Why should five foot depth be used as the starting figure when esti- 
mating your plan book homes? 


4. Why should personal inspection of the site precede the submission 


5. How can you easily arrive at the number of cubic yards of back fill? 








dealer secure estimates from con- 
tractors. It can be presented to 
excavating contractors at a special 
meeting called by the building 
products merchant (see Get Ready 
for Package Pricing by Holding 
Dealer-Contractor Meeting, Jan. 17, 
1948) or sent to them with a let- 
ter requesting they fill in the prices 
and return the chart. (See sample 
letter in How to Estimate and Su- 
pervise, Jan. 3, 1948). An extra 
copy of the filled out chart should 
be retained by each cooperating 
contractor. 

After prices have been received 
from as many contractors as pos- 
sible, an average price should be 


arrived at and agreed upon by both 
the dealer and the contractor. 

As can be seen by the chart on 
the following page, the contractor 
usually charges for excavating on a 
cubic yard basis. The price per 
cubic yard is determined by wheth- 
er sand, loam, clay or shale is en- 
countered. 

In addition there are extra 
charges for blasting, pumping, 
shoring and trucking of excess 
earth (if the site does not lend it- 
self to terrace development). Sep- 
aration of top soil and subsequent 
rough and finish grading also can 
be worked out on a unit basis. 

It is easy to figure, check and 
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“0 au 
WOODY" says: :@ 
YOU HAVEN'T SEEN ANYTHING ’ 
YET! ... NOT UNTIL 
YOU'VE SEEN THE 
"WOODY" ADVERTISING 
CAMPAIGN FOR 


LUMBER DEALERS! 


“WOODY” is available exclusively 
to one dealer in every town. 


NOODY" WILL WORK FOR YOU. 
WRITE FOR COMPLETE DETAILS 


worldwide nna ol 

















L P. O. BOX 6117 DALLAS, TEXAS 





BulLDING Propucts MERCHANDISER 








SAVES <a: 


“The greatest improvement the paint business has 





ever known.” That’s what they 


’re saying about the 


amazing new Hudson Lektrik Paint Gun. And Hud- 


son is giving it terrific backing 


in national advertis- 


ing, promotion, and display. Get on the band wagon 


NOW and get YOUR share of 


Equipped with Portable Motor 


Hudson’s 110-120 Volt AC/DC motor 
develops 22 Ibs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort. You always get a master- 
craftsman job. 


nish or pain 





Saves Time — Paint — Money! 


A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required, Just 8 pounds complete. 


*T. M. Reg. U. S. Pat. Off. 


HUD: 


©H. M. Co. 1947 





the profit. 
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Every Kind of Painting 
Glass jar holds 24 oz. enamel, var- 


t. Paint Gun is equipped 


with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 











NATIONALLY 
ADVERTISED 

IN ~ 
THE SATURDAY EVENING 
POST 


PAINT GUN 


H. D. Hudson Manufacturing quee, Chicago, Illinois, U. S. A. 
A Hudson Sprayer For Everyone Everywhere 


ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 
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Send This Unit Price Request Chart to Excavating Contractors 


1. Cost per 100 square feet to clear site — oe 

2. Cost of removal of trees up to six inches diameter @. (a 

3. Cost of removal up to 10 inches diameter @....... $ —e 

4. Cost of boulder removal up to two tons weight....... .$ 

5. Cost of blasting rock or shale per cubic yard. .. : 

6. Excavating sand soil per cubic yard................ as 
Excavating loam soil per cubic yard............... Ti eecetsaasens 
Excavating clay soil per cubic yard............. a | Ce 
Excavating shale formation per cubic yard........ $___ 


7. Removing surplus earth per cubic yard. 

8. Cost of rough grading per cubic yard... . 

9. Cost of finish grading per cubic or square yard..... $ 
0. Cost trench excavation for porch foundations, etc., either 


per cubic yard or per linear feet, 12 inches wide by 30 
mones Geep ..........-... 


cubic foot . 


Back fill for any of the Preceding: 


Per labor hour 
Per cubic ‘foot 





*Often performed by mason contractor’s laborers at an hourly rate 
he ineludes in his charge to his customers. 


**Often performed by plumbing contractor's laborers. 


comes part of his charge to customer. 
the gas or water company. 


bb ensnilow tbetinke ba OAs = 
Trench excavation for sewer, gas or water lines, ap- 
proximately two feet wide | ae may vary from two to 
seven feet) per cubic yard. . 

Footing excavation after cellar depth has been reached 
—dug manually for pier, chimney and wall dees per 


Local custom will govern unit price set up. 


ice 
$_ 
» Which 


In which case it be- 
Also quite frequently performed by 





prove the excavating contractor’s 
total price after he has given you 


his unit prices. 


To illustrate, we 


assume certain figures in the fol- 
lowing two examples: 


1. 


two 





To find the gross area: 

The cellar plan measures 24x30 
feet. Two feet are added on 
each side for clearance for ‘back 
plastering, etc., giving an exca- 
vated ground size of 28x34 feet 
or 952 square feet. 

The difference between 24x30 
feet and 28x34 feet will give the 
number of cubic yards of back 


. fill needed later. 


To find the mean depth: 

The depth of excavation from 
the high point on the site is five 
feet. The lot is irregular and 
the four corner depths vary— 
five feet, four feet, two feet and 
one foot—or a total of 12 feet. 
Divided by four gives a mean 
of three foot depth. 

(On a fairly even site, the same 
example above would be figured 
as: Ground size—952 square 
feet times five foot deep totals 
4760 cubic feet. Dividing by 27 
gives 176.3 cubic yards. At 70 
cents a cubic yard this totals 
$123.41.) 


Find cubic foot by multiplying 
952 by three or. 2856 cubic foot. 









4. Find cubic yards by dividing 
2856 cubic foot by 27 or 105.8 
cubie yards. 

5. Find total price—if the con- 
tractor’s unit price was 70 cents 
a cubic yard when 105.8 times 
seven equals $74.06. 

These two examples were given 
because so frequently irregular lot 
levels might be confusing in arriv- 
ing at mean depth and total cubic 
yards. 

You can easily check, however, 
for the price per foot of depth by 
dividing the first price by three 
feet (giving $24.68 per foot) and 
the second price by -five feet (giv- 
ing $24.68 per foot.) 

Package pricing the excavation 
for the homes in your plan book 
can be done easily if these formulas 
are used. 

To be on the safe side, use the 
five foot depth and, before giving a 
final figure, inspect the site so that 
you can adjust it. 

In order that comparable figures 
will result from this series, we will 
use the 24x30 foot ground size in 
each of the articles. 

Editor’s Note: Next article on esti- 
mating will develop the unit price 
requests for your mason contractors. 
Similar, checking methods will be 
given. it will appear in the February 


_14 issues; 
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Select Home Location 
(Continued from Page 50) 

shift of the location on the site will] 

permit keeping a very desirable 

tree. A house may be built in a 

short time, but it takes half a life 

time to grow a desirable tree. 

EXCAVATION PROBLEMS 

AFTER the site has been cleared, 
the problem of excavation begins. 
Some ground is clayey or loamy, 
some is shale and rock (frequently 
requiring blasting), in other cases 
an easy-to-dig sandy soil prevails. 
The local excavating contractor is 
usually the most reliable source for 
correct prices on this work as he is 
familiar with the ground character- 
istics in any given area. (See the 
article covering estimating of site 
clearance and excavation on page 52 
of this issue.) 

Proper lay-out is highly essen- 
tial. Erect batter boards at each 
corner of the building. They should 
be far enough removed (approxi- 
mately five feet) to permit the ex- 
cavation to proceed without dis- 
turbing them. 

Lines should be drawn from one 
batter board to another’ and 
squared either by the customary 
6-8-10 foot formula or by measur- 
ing diagonally from one intersec- 
tion to another to see that the two 
diagonals are of equal length. 

The batter boards should be 
marked (usually with a small nail) 
to indicate excavation line, footing 
line and wall line. 

The excavated clearance between 
the outside of the finished founda- 
tion and the ground should be two 
feet to allow for back plastering, 
waterproofing and the setting of 
drain tile (if these are specified or 
required). 

The depth of excavation depends 
on the establishment of the eleva- 
tion of the house on the site. De- 
termine either the underside of the 
joists or plate level or the finished 
first floor level and drive a stake in 
the ground to mark it. Preferably 
mark it on one of the batter boards. 

The depth of the excavation 
should total seven feet four inches 
below the underside of the first 
floor joists, unless a cinder fill for 
drainage is specified. In the latter 
case the four inch thickness of cin- 
der fill (usually three inches when 
tamped). should be added to the 
seven feet four inches making a !0- 
tal of seven feet seven inches. 

The bottom of the excavation 
should be: level and a measuring 
rod laid out to the correct height. 

Editor’s Note: Next article in the 
supervision series will discuss foot- 
ings, foundation walls and basement 
construction. 
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Consult 1 us on your needs i in KILN DRIED 


Also offer complete line of well-manufactured 


Yellow Pine Yard and Shed Stock and 


Southern Hardwoods 
Kiln Dried — Air Dried 


Distributors of MERIT BRAND OAK FLOORING 


Depend on us for Quality, Service, Satisfaction 


( Sales Office: 
Send all orders and inquiries to i 105 State Bldg., Akron 8, Ohio 


Parnell Lumber Company 


Manufacturers and Wholesalers 


PINE HILL, ALABAMA 
































Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
| Lumber & Shingle Mills 


Division of 


Polson Logging Company : 
on Losiieg Cami RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J A MATHIEU, Ltd, Rainy Lake, Ont. 
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Buyers Set the Price 


CWA HEN MAY we expect a drop 
in building material 
prices?” continues to be the $64 
question of the day. 

There is but one answer: “When 
buyers quit buying.” 

As long as there are enough buy- 
ers who are willing to pay current 
prices, few sellers will be found 
who will reduce them simply be- 
cause they are “too high.” They 
argue quite correctly that they are 
not too high for large segments ot 
the consuming public—farmers, for 
example, who find them lower rela- 
tively than in 1939, based upon the 
prices they are receiving for what 
they produce. 

Until this situation changes, it is 
unreasonable to assume that prices 
will drop. Just now there are more 
than enough buyers in this cate- 
gory to keep prices up. They are 
setting the price, not the sellers. 


* 


To plan is but to dream, and to 
work without plan is apt to be 
drudgery. All great acnomplish- 
ments are the result of planning 
plus grueling hard work. 


* * * 


Private Enterprise at Work 


O DOUBT YOU admired those 

colorful, bubbling candles 
which appeared on so many of this 
year’s Christmas trees, but gave 
little thought to “how come?” Per- 
haps they would have been of even 
greater interest had you known 
they were the result of severel 
years of experimentation by the 
manufacturer who operates a plas- 
tic-molding plant in New York City 
and fills the candle units at another 
factory in Indiana. But before the 
manufacturer could produce the 
product, another great corporation 
spent years of work and millions 
of dollars developing the plastic and 
the fluid! We have grown so ac- 
customed to “miracles” that we 
little appreciate the time, brains, 
money, courage and patience re- 
quired to produce the countless 
items we buy and use daily. No 
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other country in the world has so 
many industrial achievements to its 


credit. 
* * * 


We are not appreciative enough of 
our many freedoms. Some of these 
days we will have to fight des- 
perately to maintain them. 


* * * 


How About Houses? 
HILE WE ARE on the sub- 
ject of new and better ways 
of doing things, let’s pause momen- 
tarily to consider houses. Are they 
keeping up with the procession? 

Compared with the spectacular 
developments in many other fields, 
the answer probably is “No’’...at 
least for the time being. 

However, we may rightfully ex- 
pect that houses, like everything 
else, will come in for their full 
share of attention. As a matter of 
fact, there never was a time when 
so many of our largest and most 
successful concerns were training 
their research guns upon the sub- 
ject of how to provide efficient, 
comfortable, economical shelter. 

To assume that important an- 
swers will not be found is to ignore 
all previous achievements. Already 
we are well on the way. 


* * * 


You don’t have to be very old to 
remember the base burners that 
used to glow in the parlor and the 
ash piles that grew larger and 
larger as winter progressed. 


* * * 


Furnace-Less Homes! 


A FEW DAYS AGO we pondered 

the heating equipment of yes- 
terday as we read in a New York 
paper the full-page advertisement 
featuring Uskon heating units 
which were installed in the Golden 
Key prefabricated house on exhibi- 
tion on Fifth avenue and 48th 
street. The announcement intrigued 
our interest no end. 

“Imagine a house with each room 
warmed from ceiling to floor by 
radiant heat,” it said. “Imagine be- 
ing able to heat just part of a 
house merely by pushing a button 
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or thermostat! Imagine room after 
room empty of unsightly radiators! 
No dirt, dust or grime. No pipes to 
freeze. No furnace. No fuel stor- 
age. No ash disposal.” 







Sounds sort of fantastic, doesn’t 
it, when you think of how you used 
to stoke the furnace daily and post- 
poned carrying out the ashes until 
forced to do so. We have no idea 
how soon Uskon heating units will 
be in general use but the fact re- 
mains that a rubber company, 
“serving through science,” has its 
eye on the home heating market, 
which is of major interest to every- 
body. 














Who Can Do the Job Best 


E HAVE NO faith in the 

ability of any government 
agency to solve the housing problem 
efficiently or economically. It is our 
firm conviction that the building in- 
dustry can do it quicker, better and 
at lower cost, and that it is now 
well on the way to making a sub- 
stantial dent in the huge housing 
deficit which existed even before 
war sent it to unprecedented highs. 
This much is indicated by the pre- 
diction of the Bureau of Labor Sta- 
tistics that 980,000 houses will be 
completed and 950,000 started in 
1948. That will be an increase of 
nearly $114 billion over ’47 which 
was a year to be proud of despite 
shortages of materials and labor. 





















Our Greatest Shortage 


HERE IS NOTHING that 
equals the “selling power” of 
shortages. 









People buy quickest when they 
believe there isn’t enough to go 
around and the same thing is true 
when prices are advancing. 







Just as soon as warehouses be- 
gin to fill up and prices start ‘0 g0 
down, customers will slow up on 
their buying and wait for still 
further reductions. Under such cit- 
cumstances salesmanship will have 
to come to the rescue. If it isn’t 
available, somebody is certaiu t0 
be out of luck. Today it’s a mighty 
scare article. 
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Far less replacement will be needed 
in the next generation if lumber 
used now is protected against rot 


and termites with 


oR 


REG.U.S.PAT.OPE 


omen. 








The Original | 
Modern Wood Preservative 
| 


Scores of manufacturers—thousands 
of dealers and builders—have found 
it the best investment possible in 


wood preservation. 










a Specify 
RA “Par-Tox Treated” 
on your next order. 








~ IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 






80 years of service 
to the sash and door 
industry. 


OVER 18,000,000 AMERICANS 
WILL SEE THIS HOUSING STORY 


in one of America’s major national magazines! 
The New 1948 Adirondack Home 


at A TURN-KEY PRICE OF $75QQ. 


@ Sponsored and featured by one of the world’s 

greatest magazines! 
®@ Designed by a world-famous architect. 
@ Produced exclusively by America’s outstanding 

producer of fine factory-built homes . 

Adirondack. 
@A few remaining exclusive dealer territories 

now being assigned. Act now! 
home to meet FHA and VA loan 
eligibility! Adirondack will produce 
and distribute the house, built on 
conventional construction lines with 


—— materials (no plywood, 
etc.). 





One of America's major national 
magazines is sponsoring this home 
at a turn-key price the mass market 
demands! A foremost American ar- 
chitect has designed this spacious, 
beautiful and sound 2-bedroom 


An unprecedented opportunity for Adirondack Distributors to do the 
greatest volume of b in their career. 
Phone, wire, mail, or come in and see us for details . . . but do it now! 


If you are a builder of sound financial background, contact our 
New York office at once. 





There are a few open terri- 
tories available. These must 
be assigned by the end of 
this month, to handle effi- 
ciently the huge volume of 
business that will surely re- 
sult from this sensational 
Promotion, 


222 East 4 


th Street, New York, N.Y 
Tel@phone: MUrray Hill 2-7770 





BE SURE TO MAKE RESERVATIONS TO ATTEND OUR 3rd NATIONAL 





Point for Peak Sales with 


Lo-K' INSULATION 


Lo-“K” flameproofed Cotton Insulation gives you 
every advantage you could possibly have for doing 
a record insulation business in the current and 
oncoming building and repairing boom. Note these 
special features that few, if any other insulations 
can give to an equal degree. 


1. Lightest weight type of insulation on the mar- 
ket. Requires only one third the normal trucking 
and warehouse space. Installs at a saving in 
time and labor up to 40 per cent. Easier and 
more economical to stock, handle and install. 
Does not sag or settle. 


2. Lowest “k” factor (.242 per inch) or thermal 
conductivity of any recognized insulation mate- 
rial. Provides from four to 36 per cent greater 
insulation efficiency. 


3. Saves up to 30 per cent in fuel bills when used 
in both ceilings and side walls—more than 
ordinary insulation. ‘ 


4. Special vapor paper barrier prevents all risk 
of internal or external damage from moisture 
condensation. 


5. Flameproofed. Resistant to rot and vermin. 
Non-irritating to the skin. 


6. Sized for standard construction in convenient, 
easy-to-handle blanket type rolls. 


7. Nationally advertised. Profitably priced. 
Liberal terms. Backed by Lockport’s 78 year 
old reputation. 


Lo-“K” flameproofed Cotton can automatically 
make you the top insulation dealer in your town. 
Write for full details. 


LOCKPORT COTTON BATTING CO. 
Dept. AL-1 
LOCKPORT, NEW YORK 


(Established 1870) 
Wy 
Lo-K 








CONVENTION. FEBRUARY 16, 17, 18 AT THE COMMODORE HOTEL, 
IN NEW YORK CITY. 


—_— 
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INSULATION 
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New Builders' Hardware 
Merchandising Idea 

A new idea in the merchandising 
of builder’s hardware is. being 
offered. Known as the Quality 


House Unit package, all the lock 





and latch sets needed for use with 
two average small homes are 
packed as a unit in one large con- 
tainer. Inside the master carton, 
the lock and latch sets are packed 
as complete house units; each in- 


dividual lock or latch set being 
packaged in a separate box—the 
carton suitably labeled for the 


openings for which they are in- 
tended. The sets have been selected 
to harmonize with the architecture 
of the average small home and are 
furnished in a choice of several 


finishes. To the dealer the unit 
package idea means reduced in- 
ventory, larger unit sales, less 


handling time. In case it is neces- 
sary to fill in lock or latch sets 
because of need of more units for 
some one house, each unit in the 
package is marked with the open 
stock number. For more complete 
information write Sargent and 
company, Dept. AL&BPM, New 
Haven, Conn. 


Fireplace Design Booklet 

A new 32-page booklet giving 
100 ideas on fireplace design from 
colonial America to the present day 
and all utilizing a steel warm air 
circulating form is just off the 
presses and free to dealers and 
builders. The book is being pub- 
lished by the manufacturers of 
Fyro-Place unit. Use of the unit 
saves materials and, it is said, about 
15 hours of masonry time in con- 
strucing any fireplace. Designs 
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shown in the booklet are in a 
variety of detail and material con- 
struction. For full information 
about the unit and a copy of the 
book, write Price Fireplace Heater 
& Tank corporation, Dept. AL&- 
BPM, 14 Austin street, Buffalo 7, 
N. ¥. 


Sliding Door Catalog 

Factory built sliding door units 
are featured in a new catalog. De- 
scribed and illustrated are a num- 
ber of wardrobe units, in a variety 
of sizes, styles and number of door 
openings. These are prefabricated 
and s hipped from the mill in 
knocked down form, and the units 
include the sliding doors, shelves, 
drawers—all millwork except the 
outside molding. Also described and 
illustrated are linen cabinets, which 
are prefabricated in the same way. 
In addition the catalog includes 
construction details for all the 
units shown. For a copy of this 
catalog write Jay G. McKenna Inc., 
Dept. AL&BPM, Elkhart, Ind. 


Lambswool Polishers 

Just announced is a new Red 
Dot line of lambswool products fea- 
turing lambswool waxers and pol- 
ishers, wax and polish mitts and 





lambswool covered sponge for all 
cleaning purposes. Waxers are 


made in round or rectangular 
shapes and the lambswool bonnet 
is removable and can be replaced 
with new bonnet in short time. The 
polishing mitts have no edges or 
seams to mar or scratch. The lamb- 
sponge is made of an air-foam 
rubber sponge, enclosed in a lambs- 
wool cover. It is said to have good 
water retaining capacity, longer 
life and will not break or tear when 


wrung or twisted. For more com- 
plete information write Henderson 
& Austin Inc., Dept. AL&BPM., 308 
Atlantic street, Stamford, Conn. 


Job-Rated Trucks 


A completely new line of Dodge 
“Job-Rated”’ trucks comprising 248 
basic chassis models ranging from 
4,250 to 23,000 pounds gross vehi- 





cle weight and up to 40,000 pounds 
gross train weight was announced! 
Front axles have been moved back 
and engines have been moved for- 
ward to place more of the gross 
weight on the front axle and pro- 
vide betted weight distribution. The 
cab to axle dimensions remain prac- 
tically the same, making it possible 
to use the same length bodies as 
before. The cross steering permits 
a 37-degree turning angle both 
right and left. Seat width has been 
increased and seats provide leg 
support under the knee. There is in- 
creased glass area. For more com- 
plete information write Dodge divi- 
sion, Chrysler corporation, [ept. 
AL&BPM, Detroit 31, Mich. 


Woodworker Catalog 


A new catalog describes ani il 
lustrates the Beaver, a woodworker 
which it is said can be changed 
from cross-cutting to ripping }0si- 
tion in a few seconds and the jvint- 
er and rip saw can be operate: at 
the same time. The machine .ls0 
bores, sands, miters, tenons, ‘ab- 
bets, grooves, dadoes, ploughs, ™0!- 
tises, bevel rips and bevel joints. 
The Beaver is fully equipped 
throughout with ball bearings and 
there are no delicate or complic:ted 


parts to get out of order. Other 
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Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


Write for Huther B 








-L. A. LL. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustainee field Opereticr 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


Opiswotd 





Douglas Fir. Lumber 
Pine, Cedar Wholesale 
Hemlock . 


Your orders and inquiries solicited. 





HUTHER BROS. Sy 











/ 


) SAW MFC. 





PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE 
Firthite Tipped Inserts Inserted Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Teak, Fire-proof Lumber, Plywood, Linoleum, ete. 
Huther Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


ros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 


Solid Type, for Wood 


TIPPED SAW 








“/tewe 


DAVIS for quality 















THE GRISWOLD LUMBER CO. 
' FAILING BLOG. PORTLAND. ORE. 


BuiLDING Propucts MERCHANDISER 


GENERATIONS 


of LUMBER BUYERS 
have depended upon 





Famous for 
consistently 
fine quality 
for more than 
sixty years. 


















DAVIS BROS. LUMBER CO. 


ANSLEY, LOUISIANA 
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WHAT'S NEW? 





features of the Beaver are a sea- 
soned maple top, rip saw guard, 
elevation gears, segment for tilt- 
ing table and miter fence. For a 
copy of the catalog write Hutchin- 
son Manufacturing company, Dept. 
AL&BPM, Norristown, Pa. 


New Hand Saws 


Two new electric hand saws are 
announced. The model 160 saw is 
equipped with a six-inch diameter 
blade, cuts to a maximum depth of 
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rf) METALMASTER i 
WOOD > SAW 3} H 
MODEL No. 160 





2-1/32 inches and weighs 10 
pounds, eight ounces. No-load 
speed is 4000 r.p.m. The model 180 
saw has an eight-inch diameter 
blade and is equipped with an ad- 
justable shoe for setting the blade 
to any angle from 0 to 45 degrees 
and adjusting the depth of cut 
from one inch to 2-5/16 inches 
maximum straight cut. Maximum 
depth of cut at 45 degrees is 214 
inches. The blade -is on the left to 
enable the operator to hold the tool 
in one hand in a normal position. 
For more complete information 
write Bradford Machine Tool com- 
pany, Dept. AL&BPM, Cincinnati, 
Ohio. 


Masonry Waterproof Coating 


A hard snowhite masonry coat- 
ing that is said to control water 
seepage and dampness in all types 
of porous masonry surfaces, inside 
or outside, above or below grade, 
has been announced. Dura-Proof, 
it is claimed, produces a smooth, 
concrete hard finish that can be 
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washed or scrubbed with no danger 
of injury to the surface. It is also 
repaintable. Literature, sales aids, 
window display, newspaper mats, 
counter display, etc., are available 
to dealers. For more complete de- 
tails write Penn Crete Products 
company, Dept. AL&BPM, 20th & 
Lippincott streets, Philadelphia 32, 
Pa. 


Trusses and Arches Bulletin 


A new bulletin illustrating and 
describing the use of bowstring 
trusses, low arch tied rafters and 
utility rafters is now available. The 
trusses are manufactured for spans 
of 30 feet to 150 feet and are 
shipped or trucked ready to erect. 
The tied rafter is designed to be 
spaced two feet on centers in order 
that the roof sheathing and ceil- 
ing may ‘be applied directly to the 
rafters and cross-ties. Construc- 
tion details are given for the three 
types of structures and illustrations 
show the various uses. For a copy 
of the bulletin write Super-Struc- 
tures Inc., Dept. AL&BPM, 1015 
Jefferson avenue south, Albert Lea, 
Minn. 


New Household Glue 


Cascorez is a modern synthetic 
resin product in liquid form and 
is recommended for all porous or 
semi-porous materials. On paper 
and other porous or semi-porous 
materials it will dry almost in- 
stantly. This polyvinyl resin glue 
is designed to combine the best fea- 
tures of many adhesives and is 
said to be as strong as other liquid 
glues but as clean as library paste. 
Although opaque white when 





spread, it is transparent when dry. 
It can be used not only for gluing, 
but as a protective coating for la- 
bels and other uses. It is distrib- 
uted with a handy wooden applica- 
tor. For more complete informa- 
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tion write Casein Company of 
America, Borden company, Dept. 
AL&BPM, 350 Madison avenue, 
New York 17, N. Y. 


Truck Unloading Device 


A new, fully automatic, hydraul- 
ic-operated lumber truck unloading 
device which allows lumber to be 
unloaded quickly and it is said, 





with complete control has been an- 
nounced. The use of the unloader 
arm allows lumber loads to be de- 
posited exactly where they are 
wanted, even on carrier blocks, 
without crash. It may be installed 
on any lumber truck and is an extra 
roller supporting the tail end of 
the load and is part of a cranked 
arm pivoted under the rear end 
of the chassis. Control buttons are 
located both at the rear of the 
truck and on the steering column in 
the cab. For more complete in- 
formation write Penberthy Lumber 
company, Dept. AL&BPM, 5800 S. 
Boyle street, Los Angeles 11, Calif. 


Residential Garage Door 


Just announced is a new type 
overhead sectional garage door for 
residential purposes. It is a four 
section door operating along gen- 
erally conventional lines as far as 
operating goes. The hardware is 
all steel, aluminum painted. The 
door sections are built up of a 
combination wood and aluminum 
framework with a covering sheet 
of a thick aluminum alloy applied 
without the use of any screws and 
bolts by a lock seal arrangement. 
It uses galvanized steel cable for 
lifting and runs on Neoprene tired 
ball bearing rollers in the tracks, 
said to give quiet operation. It 
will be sold through building mate- 
rial dealers. For a folder and more 
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BARROWS Builders Hardware 


There is far more ‘‘Sell’’ in Builders Hardware than appears 
at first glance... ‘‘Sell’’ to the family who will use the build - 
ing and who will enjoy the convenience, charm, and smooth 
operation that Barrows provides . . . ‘‘Sell’’ to the craftsmen 
who install because of the ease of application that is a feature 
of Barrows Hardware . . . and ‘‘Sell’’ to the builder and archi- 





tect—because Barrows, for all its quality, is ‘‘budget-wise.”’ 
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our ANY SIZE...STEELor ALUMINUM 
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a Custom - Sault tO FIT ANY OPENING 

: This 80-page book in the hands of contractors, home de- 

1s x ‘ velopers and owners assures a steady sale of fireplace equip- 
rhe Steel or aluminum faced garage doors built on ex- ment and fireplace units. It keeps alive interest in this 
{ daha Ss gr fie a — = by ong of Hagel oa 
= ? : ces an elpful text. promotes correct construction, 

a truded aluminum rust-proof frame with an asphalt hence satisfactory. operation of fireplaces. Repeat business 
um . ° = with minimum trouble results. Indoor and outdoor fireplaces 
et board backing that provides extra rigidity and treated in more than 300 designs and illustrations. Complete 
|e € aati tk ‘ fhard b ided treatise - pene yg eed vonage = 4 heat = ve 
- n. An e of hardware can be provided. ciency of a small furnace. apters on fireplace troubles an 
oe y typ P — on Rage fireplaces, Projecting corner eres 
Wn and Scandinavian types, as well as fireplace history, fire tend- 
wa TAYLOR-MADE DOORS FIT EVERY OPENING ing, etc. Price to the ‘public, 80c (80¢ in Canada}, Compl 
nt. mentary copies to dealers writing on own letterhead. ecia 
for CAN BE SHIPPED ANYWHERE . 28 © © @ rate for customers’ supply. . ° 
red Write for complete prices and information Consult our 16-page catalog in American Lumberman 
ks, q Merchandiser, or a copy will be sent on request. 

It 
Be R. L. TAYLOR INC. THE DONLEY BROTHERS COMPANY 
ore 12480 EVERGREEN ROAD « DETROIT 23, MICHIGAN 13928 Miles Avenue Cleveland 5, Ohio 
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complete information write Calder 
Manufacturing company, Dept. 
AL&BPM, 628 N. Prince street, 
Lancaster, Pa. 


New Ford Truck Line 

A new line of Ford trucks is be- 
ing shown to the public. Two new 
series are the largest ever manu- 
factured with gross vehicle weights 





of 19,000 and 21,500 pounds. Radi- 
ator grille and headlights are re- 


cessed in a functional pattern in 
the modern front end which con- 
tributes to massive appearance and 
gives added protection. Cab design 
provides better driver comfort 
with more space and better ventila- 
tion. A one-piece windshield pro- 
vides increased visibility. The 
truck illustrated has 134-inch 
wheelbase and stake body. For 
more complete information about 
the full line of trucks write Ford 
Motor company, Dept. AL&BPM, 
Dearborn, Mich. 


Handling Building Materials 

A new bulletin shows how gravity 
conveyors can be used in many ways 
to handle building materials. Illus- 
trations show the number of differ- 
ent materials which can be handled 


this way including lath, various 
sizes of lumber, flooring, building 
block, brick, veneer panels, shingles, 
cement, etc. The conveyors can be 
used from box car to storage, from 
storage to other parts of the yard 
and to trucks, from one part of a 
construction site to another. There 
is a specific conveyor for each type 
of job. For a copy of this bulletin 
write Standard Conveyor company, 
Dept. AL&BPM, North St. Paul 9, 
Minn. 


Attic Ventilation Code 

The Attic Ventilation Code, just 
published, lists the basic require- 
ments of satisfactory attic ventila- 
tion. It covers such items as varia- 
tions in house structure, location 
of ventilating unit, air changes per 
minute, air velocities, discharge 
vents and installation and operating 
suggestions. For a copy of this 
Code write Propeller Fan Manufac- 
turers association, Dept. AL&BPM, 
5-208 General Motors building, De- 
troit 2, Mich. 


Portable Coal Loader 


Designed particularly for yards 
whose coal sheds are close to the 
railroad track is the new Speed- 
Flite portable loader. It is said the 
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can operate in spaces as 
narrow as six feet. Available in 
16, 20, 26 and 30 foot lengths, the 
new loader conveys up to 75 tons 
of coal per hour and is also de- 


loader 


signed for saw-dust, cinders, ashes, 
snow, wood kindling. Self-locking 
conveyor hoist permits quick, posi- 
tive boom adjustment anywhere |)e- 
tween 15 and 45 degrees. A degree 


indicator enables the operator to 
set it at any desired angle. |For 
more complete details write ‘or 


bulletin 1500, Equipment Engineer- 
ing company, Dept. AL&BPM, st. 
Charles, III. 


Roofing Nails with Washers 
Now being offered are umbre'la- 
head, screw-type and straight nails 
with neoprene washers in position 
under the head. Principal use of the 
new nail is in fastening metal roof- 
ing and siding. Features of this 
nail are resilience for many years 
in spite of sun, rain and cold; the 





ability to fill tiny crevices and 
pe al 

NEOPREN cal METAL 
WASHER SHEET 








DEPRESSION IN 
SHEET FORMED 
BY DRIVING 
NAIL 

cracks around nail holes; a_ non- 
metallic washer composition which 
eliminates the corrosion-sponsoring 
influences of metals-in-contact. by 
offering the washers on the nails, 
the time losses of manually placing 
each washer and driving the nail 
through it is obviated. Iron, gal- 


vanized’ and aluminum nails are 
all now so fitted. For further in- 
formation, prices and _ suppliers 


write the Gora-Lee corporation, 
Dept. AL&BPM, Stratford, Conn. 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


*“Member of the Western Pine 
tion, Portland, Oregon. 


Associa- 
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OC 2derosa Five Woodwork 





1604 Graybar Bldg. 
Mohawk 4-9117 


DISTRIBUTORS OF 


SHEVLUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 











Exbrook 2-7041 
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Current Statistics on 
Output and Distribution 

Lumber shipments of 418 mills reporting to the 
National Lumber Trade Barometer were 4 percent 
below production for the week ending Jan. 10, 1948. 
In the same week new orders of these mills were 6.4 
percent above production. Unfilled order files of the 
reporting mills amount to 53 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 28 days’ production at the current rate and 
gross stocks are equivalent to 51 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 4 percent below production; orders 
were 6.4 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 85.8 per- 
cent above; shipments were 55.9 percent above; orders 
were 53.1 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
11.9 percent above; shipments were 10.3 percent be- 
low and new orders were 9.9 percent below. 


Western Pine 

The 108 mills reporting to the Western Pine Asso- 
ciation cut 54,793,000 feet for the week ending Jan. 
10, 1948. The same week a year ago the cut was 
44,823,000 feet. Shipments were 56,370,000 feet 
compared with 64,492,000 feet a year ago. Unfilled 
orders on file at the end of the week stood at 174,959,- 
000 feet compared with 190,822,000 for the correspond- 
ing period in 1947. Gross stocks stood at 764,401,000 
feet compared with 720,151,000 feet for the corre- 
sponding period in 1947. 


Southern Pine 

Production of Southern Pine by the 106 mills re- 
porting to the Southern Pine Association for the week 
ending Jan. 10, 1948 amounted to 19,182,000 feet. 
This was 18.30 percent above the three-year average 
for the same mills. Shipments for the week of Jan. 
10 amounted to 18,128,000 feet. This was 5.49 per- 
cent below production for the week. Orders placed 
during the week amounted to 21,520,000 feet or 12.19 
percent above production. 
Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Asso- 
ciation for the week ending Jan. 3, 1948 was zero. 
The same week a year ago the cut was 105,000 feet. 
Shipments during the current week totaled 825,000 
feet compared with 775,000 feet a year ago. Unfilled 
orders on hand stood at 3,755,000 feet and gross 
stocks amounted to 28,080,000 feet. 


In the Market Centers 

SEATTLE—Mid-winter finds the mills in Washing- 
ton and Oregon well situated as regards logs. Inven- 
tory of Jan. 1 showed supplies in Puget Sound total- 
Ing O11 million feet, a reduction of 52 million feet 


over Dec. 1. Log prices are virtually unchanged. 
) Ceiling, flooring and siding still bring from $170 to 
) $200, the price varying according to the content of 


the car. Dimension runs from $63 to $73 at the mills 
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STOP End Checking!!! 








No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 




















DON’T CARRY IT— 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 


and speedy handling 
of your products. 


) 
Get complete informa- 


tion today — write for 
Bulletin No AL-18. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


CONVEYORS 
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LONG and SHORT LEAF . 
paves ||| YELLOW PINE = 
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@ BAND SAWN 


* 
@ CORRECTLY SEASONED 
@ CAREFULLY LOADED 

@ KILN DRIED 
@ AIR DRIED 








Send us your 
inquiries and orders. 








Shipping Point: Fitzgerald, Ga. on S.A.L.RR. 


| CAMPBELL 


COAL COMPANY 











238 MARIETTA ST., N. W. 
P. O. Box 1498 


ATLANTA 1, GEORGIA 





PROPERLY MANUFACTURED 






















Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 




















LUMBER MARKET 


and boards are about the same. Structural timbers 
bring $80 at the mill while No. 1 commoi:: tim. 
bers move at $65 to $70. The only forest product 
that is slow to move is No. 2 and 3 shingles. Jiuyers 
want lumber as fast as they can get it. 


TACOMA—Most of the lumbermen here believe 
that the Weyerhaeuser price cut of 10 percent will 
have a_ stimulating effect upon home building. 
Weyerhaeuser spokesmen said that the reduction is 
applicable to all lumber items used in home construe- 
tion and ranges roughly from $7 to $15 per thousand 
feet. Alaska lumber continues to arrive here by 
water. One of the largest shipments to be received 
consisted of more than 900,000 board feet of Alaska 
spruce, mostly in steel wrapped packages. Most of 
it was loaded here for rail shipment to Hoquiam, 
Wash., and New Jersey. 

KANSAS CITY—Several of the larger operators 
here who reduced prices a little in mid-December in- 
dicated they would re-instate their former high price 
lists before the end of January. There is not too 
much inventory in the yards and, despite the fact it 
costs a retailer at least $100 a thousand board feet 
for structural lumber to be placed in his bin, the re- 
luctance to purchase has disappeared. Lumbermen 
here give little support to Washington reports that 
prices will decline about 10 percent. The small mills 
in the southwest are back in production and relatively 
few have abandoned operations this season because 
high prices permit them satisfactory profits. Weather 
conditions have been good in most areas and roads 
into the forests are open and permit heavy equipment 
to operate. Prices of No. 2 and better common boards 
still are commanding $85 per M f.o.b. mill and dimen- 
sions are bringing a similar price. Little, if any, 
clears or flooring are shown on lists and the latter are 
selling at $150 per thousand and up. 

BALTIMORE—There has been no seasonal weak- 
ening in lumber prices and yard operators say they do 
not anticipate any. Lumber supplies are a little 
easier now. Very prompt delivery of fir from the 
West Coast has been realized in the last few days. 
As to prices, Yellow Pine sheathing is currently de- 
livered from $85 to $95 per thousand and _ roofers 
from $85 to $97.50 for the No. 2 common and better. 
Yellow Pine flooring ranges from $195 for the B and 
better. Oak is very high and the delivered price 
on birch is now around $215 to $235. Delivery price 
on White Pine here is around $265 per thousand for 
clear. Complaint is heard over the variable prices 
of the mills for identical items. Plywood is still re 
ported scarce and the price range delivered runs 
around $150 for one-quarter inch and $175 for three 


eighths and $225 for one-half inch material. [atest | 


delivered prices on Cypress were $175 for No. | com- 


mon and better and $220 to $240 for select first grade. } 


MINNEAPOLIS—Demand continues strong for in- 
terior finishing woods, plumbing and electrical supplies 
for finishing homes started in many instances many 
months ago.. Many of these homes are occupied but 
not finished inside because of scarcity of many items 
much in demand, especially nails and plumbing items. 
Demand is strong for insulation materials, especially 
since installation of gas furnaces and conversion 
burners has been resumed on a general basis, priority 
being given to the oldest orders. 
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HIPMENT 
Building Paper 


Selling to Lumber Dealers Only 


SAY ANN ORIN 
ts wre ny 








s\n 





Write for sample and price list. 


HOSKING PAPER CO. 


Wilmette, Illinois—Phone—Wilmette 985 
FREIGHT PREPAID 


Shipped from 
Chicago, Louisville, Kansas City or St. Paul 
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J. W. Wells Lumber Co. 


Montgomery |, Alabama 


Manufacturers 


Southern Hardwoods and Pine 











Gives Siding Jobs Improved 


Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc .. . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 















ORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 








Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C2 INC 


———————————— 


OHIO 








CINCINNATI 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Glee -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aijir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventury 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 
and contracts against 18 
ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


be * 
re 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 











IN CORNERITE 


Bostwick Cornerite, having smooth 
edges, is easier to handle. Used for 
inside corners over any plaster base, 
it prevents plaster cracks. Furnished 2" x 2" x 96" and 
3"x 3"x 96", packed in bundles of 50 pieces, 400 lin. ft. 


S 


% Send for Bostwick catalog today. You’ll find the 
complete line of Bostwick metal lath and metal lath 
accessories fully described. 


THE BOSTWICK STEEL LATH COMPANY 


pith 100 HEATON AVE., NILES, O. 
i Ae 
S 
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Adirondack to Hold Third 
Annual Distributor's Meet 


The third annual Adirondack 
Distributor’s convention will be 
held at the Hotel Commodore, New 
York, on Feb. 16, 17 and 18. Plans 
for the convention were announced 
by Harry Levey, president, Adiron- 
dack Homes, division of Adirondack 
Log Cabin company, 222 E. 46th 
street, New York. 

The convention will launch the 
company’s program and policy for 
1948, and more than 100 distribu- 
tors are expected to attend the con- 
vention from all parts of the coun- 
try. 


B. L. Johnson, Former Editor 
of American Builder, Dies 

Bernard L. Johnson, 63, western 
editor, American Builder, Chicago, 
died at Seattle, Wash., on Decem- 
ber 22. 

Mr. Johnson was with American 
Builder from about 1908. Soon 
after that he became editor, a posi- 
tion which he held for 34 years. In 
1942 he resigned as editor to estab- 
lish his home in Seattle. 

He was well known in the build- 
ing industry because of his numer- 
ous writings and his many appear- 
ances as a speaker. 


Appointments and Promotions 


The appointment of CHESTER C. 
KELSEY as manager of the Asbestos 
Cement Products association, 509 
Madison avenue, New York, has 
been announced. Mr. Kelsey has 
been vice president of the National 
Association of Wholesalers. 


ROLAND E. SWENSON, recently 
appointed assistant treasurer of 
Lumbermens Mutual Casualty com- 
pany has been named manager of 
the accounting department of 
Kemper Insurance companies, Chi- 
cago. 


Vermiculite Institute, Evanston, 
Ill., announces the appointment of 
EDWARD R. MURPHY as managing 
director. 


J. THOMAS ARENS has been ap- 
pointed manager of the United 
States Plywood corporation branch 
warehouse at Baltimore, Md. He 
replaces T. S. Hauck as manager of 
the Baltimore branch. 
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ALLEN HARRIS JR., vice president in charge 
of sales of the Harris Manufacturing com- 
pany, Johnson City, Tenn., has been elected 
president of the National Oak Flooring Manu- 
facturers’ association. He succeeds William 
G. Whitman who served for eight years. 


Allied Building Credits Inc. has 
assigned A. W. CLAPP, vice presi- 
dent, as special representive in 
charge of Eastern operations, with 
headquarters in St. Paul, Minn. 


Appointment of BoyD ALLEN as 
staff manager for customer rela- 


tions, has been announced by build. 
ing products division, Johns- Map. 
ville, 22 E. 40th street, New York. 
In his new post he will help dealers 
in working out sales programs jn 
local communities. 


Appointment of JAMES C. BJork.- 
HOLM to the position of advertising 
manager of the foil division, Rey- 
nolds Metals company, Louisville, 
Ky., has been announced. He has 
been associated with the company 
for three years. 


Reopening of a Washington office 
with the appointment of STANLEY 
J. O’CONNOR as manager has been 
announced by Minnesota and On- 
tario Paper company, Minneapolis, 
Minn. Mr. O’Connor has been as- 
sociated with the company since 
1933. 


HARVEY CREECH is the new a(- 
vertising manager of E. L. Bruce 
company, Memphis, Tenn., succeed- 
ing Holton C. Rush, who has en- 
tered the advertising agency busi- 
ness. Mr. Creech has been with 
the advertising department of 
Bruce since 1936. 
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FRANK OLESON has been named 
West coast representative of the 
railroad materials division and ex- 
port department of Georgia Hard- 
wood Lumber company, Augusta, 








NEWLY created wire rope division of R. G. LeTourneau Inc., Peoria, Ill., will incorporate 4 full 


line of sizes under the trade name Tournarope. W. H. Wilson, left, wire rope sales manage 


will direct the sales of the division. Assisting Mr. Wilson will be Michael R. Kahle, standing 
center, and Alvin J. Becker, right, sales engineers. 
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-Man- BURNER with 
al —e H & A 
valere 
a my *Burns 25% More 
P *With 75% less smoke and 
cinders. Fool proof 14 INCH 
We Also Build 
ou BAND SAW 
 JORK- TANKS and STACKS 
tis] STRUCTURAL STEEL 
) sing FABRICATORS 
. y- S ® 
eae We Stock 
isville, Straight & Bent Boiler Tubes ——- 7 
> SEATTLE BOILER WORKS oodworking Shop 
pany Now in Our New Larger Modern and Lumber Yard 
Leo mes §6©6Plant at 5237 E. Marginal Way ‘ ” 

MFGRS. FLANGED & DISHED HEADS SEATTLE, WASH. This new H & A 14” Band Saw pro- 
vides greater speed and power for 
working a variety of materials—wood, 

n office plastics, aluminum, brass, copper, ete. 
sin ada SAWYER BLOCK SETTER Its large 20” x 23” table tilts 45 de- 
ANLEY . 6 grees to the right—5 degrees to the 
s been left. Has largest capacity of any 14” | 


Band Saw on market—cuts to the cen- 


or || EDGERMAN & MILLWRIGHT 


polis ter of a 24” circle on pieces up to 1114” thick. Sturdy cast iron 
en om, base provides complete rigidity and prevents creeping. Available 
) iia For small band mill with resawing cutting hard- for IMMEDIATE DELIVERY. 

wood, mostly Beech. Birch and Maple. Good The H & A 6” Jointer, H & A Swing Saw, and H & A Wood- 

working conditions, good pay and permanent master are also available. Write for complete information on 

job for competent party. these H & A Quality Woodworking Tools. 
ew ad- 
Bruce Cc * 
ontact by telephone or wire collect H & d 

se eston Anderson 
y busi | | J. R. Holley, Croghan Mills, Inc., Croghan, N. Y _, aaa 


n with Telephone: Croghan, N. Y. 2861 . 606 W. Kirkwood St., Fairfield, Ia. 
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HOUSTON 


— Grateless, Air Cooled 
and ex- REFUSE 

. Hard- 

ugusta, INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS 




















WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
only with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
sa ha highest quality work. Big enough to meet all the 
requirements of retai! lumber companies and many 
“ wood-working establishments. Capacities: 24” x 8” to 
Lindsey & - Wheel Tractor Wagons 30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 
) 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 












te ideal for tractor logging. They are used singly or in 
rains, 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 


raie a full 
5 manager 
y standing 
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with headquarters at 
Ore. 


Portland, 


LEONARD W. LARSON, Lumber- 
mens Mutual Casualty company, 
Chicago, has been appointed assist- 
ant secretary of the company. 


Companies Announce 


The O’BRIEN CORPORATION, South 
Bend, Ind., announces that it has 
purchased the entire stock of the 
WHITE COMPANY of Baltimore, Md., 
manufacturers of a full line of 
paints and varnishes since 1918. 
The White company will be con- 
ducted as a separate unit under the 
same management as before. 


WEYERHAEUSER TIMBER COMPANY 
has sold its interest in the Wash- 
ington Veneer company to the 
CEORGIA HARDWOOD LUMBER COM- 
PANY, Augusta. The transfer of 
stock affects two operating plants 
at Olympia, Wash., and one plant, 
an operating subsidiary of the 
Washington Veneer company, 
known as the Springfield Plywood 
corporation. 


In order to give its entire time to 
the wholesale distributing and mer- 
chandising of the Thunderbird red 
cedar sidewall shakes and_ roof 
shingles, the MAURICE ANGLY LUM- 
BER COMPANY, Houston, Tex., has 
sold its big Canadian shingle mill 
to the CANADIAN FOREST PRODUCTS 
COMPANY LTD., Vancouver, B. C. 


New offices of the ASBESTOS CE- 
MENT PRODUCTS ASSOCIATION are 
now located at 509 Madison avenue, 
New York. 


Announcement of the decision of 
President G. F. Jewett and the ex- 
ecutive committee of POTLATCH 
FORESTS INC., Lewiston, Idaho, to 
build a veneer plant at Clearwater 
has been made. Equipment to be 
installed will include a rotary lathe 
to produce veneer from peeler logs 


and a slicer to cut veneer from 
cants sawn to predetermined size. 


Effective Jan. 1, the name of the 
MILCOR STEEL COMPANY has been 
changed to INLAND STEEL PRODUCTS 
COMPANY, Milwaukee, Wis. The 
company was originally founded in 
1902 as the Milwaukee Corrugating 
company. It will continue to use 
the Milcor trade name to identify 
its products. 


TRUCK-MAN INC., formerly a di- 
vision of YARD-MAN INC., Jackson, 
Mich., has incorporated as a sepa- 
rate and distinct unit to carry on 
the manufacturing of the Truck- 
Man, Model “D.” Yard-Man Inc. 
continues as manufacturer of lawn 
mowers exclusively. 


New buildings in Dallas and 
Houston have just been occupied 
by U. S. MENGLE-PLYwoops INC., 
Louisville, Ky., which is jointly 
owned by the Mengle company and 
United States Plywood corporation. 


NEWARK LADDER & BRACKET 
COMPANY, Newark, N. J., has moved 
to its modern, recently constructed 
factory in Clark, N. J. The added 
facilities and increased production 
will enable distribution on a na- 
tionwide scale. 


With the use of larger ads in 
color, the PRESTILE MANUFACTUR- 
ING COMPANY, Chicago, swings into 
an increased advertising campaign 
for Prestile wall tileboard. 


The firm of TELLER & COMPANY 
has established an office and ware- 
house facilities at 100 Perry street, 
Buffalo 4, N. Y., for the wholesale 
distribution of building materials. 

To meet the increasing demand 
for research in wood product devel- 
opment and wood chemistry, the 
TIMBER ENGINEERING COMPANY, 
early in 1948, will double its pres- 
ent laboratory space. 





GROUND will be broken soon for an addition to the Emeryville plant of Detroit Steel Products 
company near Oakland, Calif. The addition will increase floor space by 21,600 square feet and 
step-up present manufacturing and warehousing facilities by about 40 percent. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Product 
Merchandiser is published every other Satur. 
day. It publishes the largest strictly classified 
advertising section in its field. 

All ads for classified section must be in Pub. 
lisher’s office 10 days preceding date of pub. 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed, 
For advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de. 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed, 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used. regular line 
rate is charged. 

When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2. Illinois 








HELP WANTED 








Wanted: Lumber grader tor Distributing Yard 
on Hardwoods and White Pine. Steady work. 
union scale. Addess E-42, American Lumber- 
man. 





Wholesale building materials company in 
Western State. Established several years. 
Splendid connections. Real opportunity 
present and future for experienced compe- 
tent man. Address S-66, erican Lumber- 
man, Inc. 





Wanted: A sash and door salesman for Illi- 
nois territory. State your experience. It 
single or married. Address T-23, American 
Lumberman, Inc. 





EXPERIENCED LUMBER SALESMAN 


Well established Chicago company has opet- 
ing for experienced producing salesman, ca- 
tering to industrial trade in carload and 
truckload lots. Must be aggressive and have 
ability to handle sales by mail and personal 
call. Good proposition for right man and 
splendid opportunity for advancement. P 
dress W-47, American Lumberman, Inc. 


—— 





SALESMEN WANTED 


Experienced men with a following calling om 
coal, lumber, and grain dealers, also our ol 
established accounts. To sell Fire Chief Brick 
and Liquid Soot Destroyers for coal and oil 
burners. Protected territory, good commis- 
sion, credit on repeat orders. In reply. state 
territory now covered. None conflicting line 
permitted. 

THE KNACK CORPORATION 

“Get the Knack’’—Since 1883 

Detroit 7, Michigan 


—— 


SALESMAN by West Coast manufacturer and 
wholesaler in Chicago area. Salary basis. 
Prefer man with established industrial a 
yard trade. Address W-48, American Lumber- 
man, Inc. 
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